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There is no substitute for Disston Steel 
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in a Hand Saw! 
IT is Disston Steel and Disston Skill 


that make Disston Saws supreme. Steel 
made in the Disston Steel Works puts 
stamina, toughness, long cutting life into 
every Disston Saw, Tool and File. 


THE new line of Disston Hand Saws 
are the finest hand saws ever made— 
more beautiful and more useful than 
ever before. Your jobber can supply 
them in eight Regular patterns and seven 
Lightweight (ship) patterns. 


HENRY DISSTON & SONS, INC. 
Philadelphia, U.S. A. 


Canadian Factory: Toronto 


DISSTON 


“The Saw Most Carpenters Use” 





DISSTON LIGHTWEIGHT SAWS 
Lighter, narrower blades, true-taper 
grind; thin, yet stiff; higher polish; 
striped backs; weatherproofhandles; 
new handle designs; new handle tag; 
improved boxes and labels —a new 
fast-selling conservation line that 
pays hardware dealers a real profit. 
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i Presenting the 


Viande 
Knife 


[PATENT APPLIED FOR] 


a strong sales feature of 


THE NEW 
SILHOUETTE PATTERN 








It’s “news”... the Viande knife. Something different to 


show a customer ... something new. In fact the first 








basic new thing in dinner knives in centuries. 





But the long handle and short blade aren’t just new and 
modern... they're practical. Just take the regular knife 
in your hand, pretend you're cutting meat and notice how 


your forefinger presses down on the back of the blade 








itself. Look at the groove it leaves on your fingertip. 
Then try it with a Viande knife. Your finger presses the 


handle. And that’s as it should be, and we often sit back 








and wonder why some one never thought of it before. 


And its balance. its “feel” is perfect. And its exquisite 
design. 


It is the creation of Eliel Saarinen, foremost architect 
and designer, whose work is recognized as embodying the 


best tendencies of modern art. 


But even with all that you'll find some of your custom- 
ers who just won’t see it at all. The world’s built that 
way. So... Silhouette offers the usual conventional 
dinner and dessert knives too, so you'll be pleasing 
everybody. 

For illustrations and prices of Silhouette pattern write 
for booklet JH to Sales Promotion Department, Factory 
[, International Silver Company, Meriden, Connecticut. 


Salesrooms . . . New York, Chicago, San Francisco. 


1647 ROGERS BROS: 


; SiILVERPLATE 
_ ad EERE Sone eae 
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The Thin Bit Cives a Deep, 
Clean Cut at Every Swing. 


ANDLE of selected second- 
growth Hickory. 














Blade drop forged from solid 

bar of our famous SUPER- 
STEEL. HOLDS ITS 
EDGE. 

SATISFACTION 


UNCONDITIONALLY 
ASSURED 


SUBSTITUTE 
For a Good Axe 


Whe os 

















Supersteel Axes 


ARE ALWAYS ON THE JOB 
—NOT ON THE SHELF 











VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY This special 
a xg of Feme Zoaots Yaughan 
Zil4# Carrell Ave., Chicago, AUT USA Stand made 
of hickory 







axe handles 
perma- 
nently dis- 
poses of 
your 
problem of 
attractive 
axe 
display. 







CENTRAL LOCATION OF THE VAUGHAN FACTORY 
INSURES FAVORABLE FREIGHT RATES 
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the Protits 


T doesn’t take any more time to sell 
Osborn Brushes and make the bigger 
profits. And every sale means a pleased 
customer, for each Osborn Brush is a 
fine tool—correctly designed of the right 
materials to meet the needs of the job. 


Scratch brushes—paint and varnish 
brushes—floor brushes—push brooms 
—they are all made to specifications 
developed by Osborn. Get your share 
of a profit-making business. Sell the 
dependable line of Osborn Brushes. 


THE OSBORN MANUFALTURING LOMPANY 


5401 HAMILTON AVENUE -: CLEVELAND, OHIO 
Branch Offices: New York - Detroit - Chicago - San Francisco + Los Angeles 















fe 
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Other ACCO Chain 
Specialties 


Porch Swing Chains 

Hammock Chains 

Sash Chain 

Dog Leads 

Dog and Kennel Chains 

Wagon Chains 

Coil Chain, Welded and 
Weldless 

Plumber and Safety Chain 

Log or Binding Chains 

Well Chain 

Trace Chains 

Heel Chains 

Butt Chains 

Breast Chains 

Halter Chains 

Repair and Lap Links 

Hooks and Cold Shuts, etc. 


THE STRONG 


Approved by th 





L-WEL-TRA Trace Chain leadership 

is founded on quality. Continued 

record sales every year is evidence of 

approval by dealer and user alike. 

Strong electrically welded links make 

El-Wel-Tra most satisfactory for severe 

service. Every chain is guaranteed to be 
perfect in workmanship and material— 





THE SYMBOL 


OF QUALITY 
IN CHAIN 








Zands of users 


guaranteed to proof test at loads of from 
1000 to 1900 pounds, depending on the 
size of the chain and the number of 
links per foot. 

Get prices and full information from 
your distributor—or write us direct giv 
ing the name of your jobber. Address 
the American Chain Company, Inc., 
Bridgeport, Connecticut. 


-WEL-TRA 


TRACE CHAINS 





LINK 2 INDUSTRY 
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The Mi 


a 


~ Bench Planes have 
smooth or corrugated 


bottoms “~ 


No. 14 Jack Plane 
Length 14 inches 


No. 9 Bench Plane 
Length 9 inches 


No. 97 Adiustable 
Block Plane, 
Length 7 inches 


No. 16 Adjustable 
Block Plane 
Length 6 inches 


at 
No. 4 Bull Nose 


Rabbet Plane 
Length 4 inches 





No. 3 Non-adjustablo 
Bleck Plane 
Length 3% inches 





LLERS FALLS 


LINE of PLANES 





has earned a place in your store 























yY EARS of experience and an enviable reputation 

in the manufacture of small tools plus a long 
study of just what plane users need have produced 
a line of planes that has earned a place in your store. 
A complete line is ready for your trade. Bench 


planes in sizes from 7 to 24 inches, smooth or cor- 
rugated bottoms, and 21 models of block planes. A 


few of the numbers of the line are shown on the left. 


And every one of the Millers Falls Planes has advan- 
tages that all your customers will want: improved 
cutting edge that needs less sharpening and recon- 
ditioning, three-point bearing of the lever cap that 
eliminates chattering and skipping, the extra thick- 
ness and width of the lever cap itself that does away 
with breakage—and a balance and workmanship 
that will sign up every plane user on Millers Falls 


for life. 


186 8 


MILLERS FALLS 
TOOLS 





MILLERS FALLS COMPANY 
Millers Falls, Mass. 


Cable Address: MILLERFALL NEW YORK 


New York: 28 Warren St. Chicago: 9 So. Clinton St. 








™N 
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IRRITATION EXASPERATION PROFANITY 
—ALL ON ACCOUNT OF TANGLED LOCK WASHERS 


“ak ae, 






Pat. Jan. 2, 1928 





—But here is a new lock washer 
that does not tangle 


HESE new patented Kantlink spring lock _ pay their entire cost. Kantlinksarereplacingthe 

washers are a great improvement over any _ old-fashioned type of lock washers everywhere. 
lock washers ever before manufactured. Specify Kantlinks when you re-order lock 

Kantlinks do not tangle, do not rust, and —_— washers from your jobber; then tell your cus- 
have greater holding power. All service sta- tomers about thera. Everybody will agree that 
tions and garages should use them. Many car __ no one should buy lock washers that tangle 
owners will soon know their advantages. Lead- — when he can get better ones that don’t. 
ing manufacturers have adopted Kantlinks ex- More information will be sent to you by 
clusively because theyoften savetime enoughto any one of the manufacturers listed below. 



















Made and sold under license 
by the Kantlink Manufacturers: 









The American Nut & Bolt Fastener Co. The Mansfield Lock WasherCo. The National Lock Washer Co. 
Pittsburgh, Pennsylvania Mansfield, Ohio Newark, New Jersey 


The Positive Lock Washer Co. The Reliance Manufacturing Co. 
Newark, New Jersey Massillon, Ohio 
















SPRING LOCK WASHERS 
KAN JIN DO NOT TANGLE DO NOT RUST 


THEY PAY THEIR ENTIRE COST IN TIME SAVED~ SOMETIMES EVEN MORE 
RS A A RNB Set 
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How Many OF Your Customers 
ArE Women? 


OF EVERY five customers who walk into a hardware 
store only two are women. All too often the wifely 
dollars go to the hardware counters of depart- 
ment stores or to the “5 and 10” across the street. 

These stores have made it easy for the women 
to buy. She finds what she wants right on the 
counter. She is saved the 


present a complete catalog of hardware items to 
the ¢ustomer’s eye. 

Lupton hardware equipment follows the speci- 
fications laid down by the Nationai Retail Hard- 
ware Association. Goods are grouped by a system 
that saves time for clerks and customers, and 

reduces the chances of sold- 





embarrassment of trying 
to describe an unfamiliar 
article. She can wander 
through the store and 
make her own selection. 
She buys without being 
rushed. 

Alert hardware dealers 
are modernizing their 








out items and unbalanced 
stocks. Lupton equipment 
is fire-resisting and vermin- 
proof. Low in initial cost, 
its investment value is. 
unpara!leled. 

Lupton engineers will 
gladly survey your busi- 
ness and recommend the 








stores with Lupton steel 
store equipment — shelves 
and counters so designed 
that they automatically 


Counter Merchandiser No. 796 — Effective small-item display. 
For wall fixture ledges and on old counter tops. Orange beck- 


ground — green enamel sides. Mounted on four rubber feet. 


LUPTOoOn 


proper Lupton fixtures. 
Write to David Lupton’s 
Sons Co., 2211 E. Alle- 
gheny Ave., Phila., Pa. 


WHERE STEEL IS FUSED WITH SINCERITY 











nee m 


PRR ae 


(ren yf 


RAS 
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Take Hats 
—Fo The K, 





PUMPS -WATER SYSTEMS - HAY TOOLS -DOOR HANGERS 





In keeping with the House of Myers, the new Myers Catalog No. 62 has many refinements throughout its 
pages which will assist Myers Dealers and make it a pleasure as well as profitable for them to sell Myers 
“Honor-Bilt” Products—Pumps for Every Purpose, Water Systems, Hay and Grain Unloading Tools and 


Door Hangers. 


New and improved lines, new features, new five-letter code, new prices harmonized for a single discount—it’s easy to buy 
and sell Myers Products when you have this Myers Silent Salesman on file for quick reference and reliable information. 


Thousands of dealers have already received a copy of the new Myers Catalog. Other thousands will receive their copies 
within a short time. If your copy does not arrive in due season write us for it and when writing tell us how soon you will 


be ready to have one of our representatives call. 


MYERS &B 
qHE F. E ASHLAND, OHIO RO, Co 


ASHLAND PUMP AND HAY TOOL WORKS e 
PUMPS «= WATER SYSTEMS -- HAY TOOLS «= DOOR HANGERS 
sll: hth eh he caper Et, EEE ALI AL 
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Every Building Job 
Brings a Call for These 


ERCHANDISE that is in de- 
mand twelve months of the 

year deserves a prominent place in 
stock reserves. A constant demand 
creates steady sales and profits. 


National 


Ornamental Butts 


have strength and rigidity and easy action. 
The designs are individual and artistic and 
embossing greatly enhances their appear- 
ance. A distinct advance in door hardware. 





Face 
ee 


pi act emer 























Your trade will be pleased with the wide 
assortment of styles and sizes designed to 
fulfill every building requirement. 


We shall be pleased to send catalog 
or further information, if you desire. | 
No. 480 Ornamental Butt | 


National Manufacturing Co. 
STERLING ~. ILLINOIS 








National | 


makes hardware to serve every building purpose—a 
complete line. The items below are all big sellers: 






































BARN DOOR HANGERS HALF SURFACE BUTTS 
BARN DOOR RAIL MORTISE BUTTS 
GARAGE HARDWARE ORNAMENTAL HINGES 
DOOR LATCHES CUPBOARD TURNS 
SCREEN HARDWARE SASH LOCKS 


STRAP AND TEE HINGES SASH LIFTS 











No. 420 Ornamental Butt 











| 
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Ouick DRYING for the user — quick selling for the 
dealer — satisfaction for both — that’s the seeret of the 


popularity of “61° Quick Drying Enamel. Sixteen fresh, 
sparkling colors which give new life and beauty to furni- 
ture, woodwork and floors and they dry in 4 hours! Na- 
tional advertising, the prestige of the famous “61°. eighty 


years of manufacturing experience and effective sales 


material make it an attractive, profitable line 






4 
foc Foo 





for aggressive dealers. Write for particulars. 
& 





PRATT & LAMBERT-INC., 114 Tonawanda St., Buffalo, N. Y. 
In Canada: 20 Courtwright St., Bridgeburg, Ontario 
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BADGER 
So  pouble Duty 










Reflect on This: 


OUBLE-DUTY” in BADGER Tires 

means more than just a name — it 
represents improved heavier construc- 
tion, greatly increased mileage, much 
longer life, and lower cost per service 
mile. It means, a tire built to stand the 
gaff of toughest service ... These extra 
service features make it easy to sell Bad- 
ger Double Duty tires to car owners who 
want the best at but little higher cost 
than for tires of ordinary construction. 


And with the new increased 
trade discounts, which means 
GREATER DEALER PROFIT, 
“Badger” represents an unu- 
sually attractive and profitable 
line for wide-awake Dealers. 


THE BADGER RUBBER WORKS wom tonite 


est Manufacturing 


Makers of MILWAUKEE, WISCONSIN Combtaina in the Industry. ) 





BADGER TIRES, TUBES, FAN BELTS, RADIATOR HOSE, TIRE PLASTERS, REPAIR KITS, UNIVERSAL FLAPS ETC. 





Beene” SOCN Men eset 


Bae ect ee 1g 


ee 
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Our yearly production of Ice 


and Roller Skates now exceeds 


1,500,000 pairs. 





Adjustable 





Known the World Over 


Roller skating has become a nationally pop- 
ular sport and Union Hardware Roller 
Skates are internationally famous. 


Made with finest ball bearings, with self- 
contained wheels and trucks that oscillate on 
best rubber cushions. 


Patterns and sizes for men, women and chil- 
dren all backed by 75 years of skate manu- 
facturing experience. Order now. 








HARDWARE COMPANY 





Reg. U. S. Pat. Off. 


Torrington, Conn., U. S. A. 


New York Office: 151 Chambers St. 
Established 1854 Incorporated 1864 





If your Jobber doesn’t 
handle Union Hardware 
Skates, write to us and 
we will refer you to the 


nearest Jobber who does. 
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of Wickwire 


Brothers Screen Cloth will 


brands 


All 





50 ft. and 25 ft. length 
rolls, without extra charge. 


be furnished this season in 


Woven Into the Product 


e 
No screen cloth is better than its ma- 


ervice 1s 


No. 33 gauge each way 
No. 33 gauge each way 
No. 33 gauge filler 
No. 34 gauge warp 


18 Mesh, No. 34 gauge each way 


] 


Our other Brands Screen Cloth 


12 Mesh, 
14. Mesh, 
16 Mesh, 


WICK WIRE BROTHERS 
Screen Cloth is made from Open 


Hearth Steel produced in our own fur- 
The wire is drawn in our own mills. 


Every process is under our expert 


mier 


White Metal Finish 
Cortland Black Enamel 


Wickwire Pre 
wire 
wire 


Wick 


Wick 


Only full gauge wire is 


used, both lengthwise and crosswise. 
t and the name WICKWIRE 


BROTHERS guarantees that lasting 
service is woven into the product. 


Each brand meets every standard re- 


Bronze 
Copper 


IRESSSSCHRSESSHKEKEKASSERSKSSSKEERHERARSRSERRREERERERRRSERSSESSE Hee eeEE 


SSSSSSSSSSSSSESSSESSESSHSSSEOSSRSSSS Eee easo 
SSSR EASE KESSHKSKRSSKRESSEESOSRERSS SCHERER SBA e Ree A 


Write your Jobber for Full Information and Prices 
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peauen 
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Your 








Customers... 


have modern ideas 


This illustration appears in a Monel 
Metal color advertisement which ranin 
the June 22nd issue of The Saturday 
Evening Post and which may be seen in 
thecurrent issue of Good Housekeeping. 








Sell them 


equipment 


that is equally 


modern! 

















National 
Advertising 


Your experience has probably 
proved to you the importance 
of adequate national advertising 
for products sold to the home. 
Monel Metal is being consis- 
tently advertised in national mag- 
azines reaching approximately 
5,000,000 families every month. 




















UST as the air beacon with its 

far-reaching beam is symbolic 
of the new age of air travel, so 
does the Monel Metal washing 
machine typify the new era of 
lessened labor and greater effi- 
ciency in the home. 

Monel Metal is modern from 
every standpoint. It is a time- 
saving, labor-saving material. But 
more than that...it has a crisp, 
modern appearance that keeps 
its new look through years of 
hard service. 











Monel Metal has the strength of 
steel, is lustrous, silvery, beauti- 
ful. It will not rust. It resists cor- 
rosion. It has no coating to chip, 
crack or wear off. It harmonizes 
with modern color schemes. 

You can build prestige and 
larger sales volume by displaying 
and selling products made of this 
modern metal. Ask your regular 
manufacturers about Monel 
Metal washing machines, table 
tops, kitchen cabinet tops, hard- 
ware, etc. 


SEND FOR BOOKLET, “MONEL METAL ENTERS THE HOME” 


Monel Metal isa technically controlled Nickel-Copper alloy of high Nickel content. It is mined, smelted, refined, rolled 
and marketed solely by The International Niczel Company, Inc. The name ‘‘Monel Metal’’ is a registered trade mark. 





MONED 


THE INTERNATIONAL NICKEL COMPANY, INC., 67 WALL STREET, NEW YORK, N. Y. fe METAL 








| 
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NICHOLSON 
FILES 
Sold Here 




























HE mention of the name 
“Nicholson” to an experi- 
enced tool user instantly arouses 
the idea of quality in his mind. 


His own experience with Nich- 
olson Files and the views which 
he has heard others express 
incline him to the opinion 
that the Nicholson trade mark 


OL 
Sy 








nsta ntly 


Associated 
With 


Quality 
ws 


represents the best file 
value money can buy. 


It is this firm belief in 
the minds of thousands of 
file users that creates the 
market for Nicholson 
Files. Keep them in stock 
in your store—in shapes 
and sizes for every demand. 


NICHOLSON FILE CO. 
Providence, R. 1., U. S. A. 





NICHOLS@N FILES 





A FILE FOR EVERY PURPOSE 
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‘@clone 
Ge Tag” 


FENCE 
Jeigree PRODUCTS 


They look for the 
“Red Tag,” the 
Mark of Quality 





THE FALL FENCE SEASON IS HERE! 


—with greater sales possibilities 
than ever before! 


Everything is in your favor for the thoughts turn to lawn fencing, be pre- 
biggest fall fence season you have had pared to sell them the brand of fence 
in years. The style trend is toward they know and prefer—Cyclone Lawn 
fenced-in lawns. Besides, increasing fence. 

traffic has caused homeowners to rea- Ve. 
lize more than ever the necessity of You will also find it profitable to push Dees 
safe, protected home playgrounds for fall sales of Cyclone “Complete BS Fees an on 
children. They are also interested in Fence”—furnished complete with fab- 1} 
fence protection for their pets, lawns, ric, posts, fittings, galvanized steel 
flowers and shrubs. framework and gates. Estimates sup- 


Here is a real opportunity to cash in plied covering materials only or com- 


on the prestige of Cyclone “Red Tag” plete erection service. Write for 
Lawn Fence. As the homeowners’ catalog. 


(Cyclone Re? Tod" 
REG.U.S.PAT. OFF. 


Fence.Gates 


Cyclone Fence Company 


General Offices: WAUKEGAN, ILL. Branch Offices in All Principal Cities 
Pacific Coast Division: Standard Fence Co., Oakland, Calif. 
SUBSIDIARY OF 


7 
=evri, UNITED STATES STEEL CORPORATION 


“Sima 
































Quality Products PRINCIPAL SUBSIDIARY MANUFACTURING COMPANIES: 
AMERICAN BRIDGE COMPANY CARNEGIE STEEL COMPANY ILLINOIS STEEL COMPANY THE LORAIN STEEL COMPANY 
AMERICAN SHEET AND TIN PLATE COMPANY CYCLONE FENCE COMPANY MINNESOTA STEEL COMPANY TENNESSEE COAL, IRON & R. R. COMPANY 
AMERICAN STEEL AND WIRE COMPANY FEDERAL SHIPBUILDING AND Dry Dock COMPANY NATIONAL TuBE COMPANY UNIVERSAL PORTLAND CEMENT COMPANY 


Pacific Coast Distributors—United States Steel Products Company, San Francisco, Los Angeles, Portland, Seattle, Honolulu. Lxfort Distributors—United States Steel Products Company, New York City 
© C. F. Co. 1929 
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to a skyscraper... 


LOCK SET 
NO.88000 


| 
ame 9 


The Segal type of lock-sets solves both the prob- 
lem of decorative hardware and burglar-proof 
security; that is why so many architects and 
builders Segalock their buildings. 


SEGA 





from a co llage | 


Segal lock-sets offer the 
Builder’s Supply Department, 
of the up-to-date Hardware 
dealer, a real source of greater 


sales and profit. 
* € . 


Home builders, architects, builders and con- 
tractors quickly see the advantage of burglar- 
proof Segal lock-sets. They not only give greater 
protection but aid also the ultimate rental or 
sale of the building. A building “Segalocked 
against burglary,” whether it be a cottage, sky- 
scraper, hotel or factory, has added value. 

Segal lock-sets not only give you this extra 
sale-clinching, burglar-proof feature—but they 
sell on merit. Competitive price-cutting that 
means profit-cutting plays no part in their sale. 
Your builders’ supply department will find 
Segal lock-sets mighty profitable to feature. 
“Segal lock-sets protect as well as beautify,” 
millions are told by Segal national advertising. 
If you are interested—investigate! Write us Now! 


SEGAL LOCK and HARDWARE 


COMPANY, INC. 
55 Ferris Street, Brooklyn, N. Y. 





and HARDWARE 


DI 3 wi ra 





Burglar-Proof 


LOCKS 
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FIRST Announcement 


Top illustration is amber and shows 
easy - to - read speedometer dial; 
upper inset is green; lower inset is 


blue and the full view 
above is Mars red, only $7.Q°° 


EVER before has so much been offered. 
Seven big features of newness, of improve- 
ment, of actual betterment and at the 

lowest price ever asked for a bath scale. 

1. Protruding, ungainly, likely-to-break face is 
i, by neat, easy-to-read speedometer 
dial. 

. Body is stamped. Not a casting. Positively 
cannot break. 

- Moulded rubber platform. Patented. Sani- 
tary, kind to the feet. No danger of feet slip- 
ping off. Beautiful. 

4. Moulded rubber base. Patented. Sits quietly 
and never rattles or ‘“‘walks.”’ 

- Light. Weighs a third less than any other 
bath scale. Easy to move. 

» Crystal Moderne finish. Absolutely exclusive 
and as new as tomorrow’s newspaper. 

7. The lowest price ever put on a bath scale— 

10.00. 

The above features apply also to KORECTO 
(shown in the two right hand illustrations) ex- 
cept cork pedestal and metal base, finished in 
plain colors and the price is ONLY $7.95. 


Get Ready for Big Drive! 


Buying season is here. Well plan- 


mediately. 


R 
and $10.00 for 
KORECTO Jewel. 


KORECTO PRODUCTS CORP., 13000 Athens Ave., Cleveland, O. 


The New Crystal 
Moderne 


HE beautiful colors shown here 

absolutely cannot be had on 

any other bath scale. All colors 
come in variations of the base color. 
No two alike. 


KORECTO in beautiful orchid and 
retails for only $7.95. Never before 


was there anything like this! 


etail price for KORECTO 


OF 


hnportance 


since scales 


were put 
in bathrooms 


VER YTHING changes, even the Model 
T. The newest thing now is KOREC- 
TO Bath Scale, the most beautiful, 
neatest, most convenient, lightest, abso- 
lutely accurate, lowest priced bath scale 
ever offered to a big, fast-growing market. 


Coming right at the crest of a wave of bath 
scale popularity KORECTO offers to the 


trade a sales-making opportunity never 
before seen in such an item. More than 100,000 sold 
from the first sample. Women immediately like 
its beauty, simplicity and smart up-to-date-ness. 
Two beautiful models, KORECTO Jewel and KOR- 
ECTO. KORECTO Jewel (illustrated at the left) in 
four exquisite variations of Crystal Moderne, a 
myriad coloring and fanciful design that 
is absolutely new and positively cannot be 
had on any other bath scale. Retails for 
$10.00. KORECTO (illustrated below) in 
four beautiful plain colors for only $7.95. 
What a seller these are! 
Just think of the prices of ordinary, old- 
fashioned bath scales; think what a seller 
KORECTO would be at those same prices 
with its advantages of color, design and 
simplicity, and THEN think what a seller 
at a much lower price! Order direct and 
we will ship through your jobber. 


} 
KORECTO, a bath scale a third ‘a 
lighter than any other bath scale 

and retailing for only $7.95 comes 

in orchid (above left), ivory 

(above), green and white as shown 

at the right. 


ned, timely and extremely forceful 
sales and advertising drive now Ss 
Starting. Get a small stock im- 


And Another KORECTO Product on Opposite Side! 











Greatest Ladder cAnnouncement 





Since 


Ladders 
Were 
Made 


ORECTO Ladder is an 
entirely new conception 


of ladder building and lad- 


der selling. 














Made of light steel and cor- 
rugated to make still lighter 
and give strength. Riveted 
braces and cross members. 
Absolutely sturdy and rigid. 































Household Size, $ 3 95 


; Retail - Only... 
Steps are mounted with 


rubber moulded inserts You can actually SELL this 
which means a neat appeat- ladder and make a PROFIT 
ance and feet cannot slip sve tiowNealvandCompar ON every one you sell. 
off. Rubber moulded shoes ‘“OTO*“"*"*— That’s the keynote of every 
prevent ladder from slipping. It  KORECTO product. Order direct 
stays put. and we will ship through your 


That’s KORECTO ladder. Beauti- J°PPer 
ful green finish and with moulded Korecto Propucts CorPoRATION 








rubber inserts, black steps and 13000 ATHENS AVE. CLEVELAND, OHIO 
shoes. Stands out in any 
display and literally shouts KORECTO PRODUCTS 








its value 
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The GEM Foop CHOPPER 

















Tested and approved on its own merits by Good Housekeeping Institute, 


Priscilla Proving Plant, Delineator Home Institute 


You can have volume sales by using 


these selling points... 


QUICK CUTTING 


1. The double-cutting feature is exclusive with 
Sargent. The milled end of the forcer revolving 
against the stationary steel cutter makes a prelimi- 
nary cut and chops the food into pieces small enough 
to feed rapidly and smoothly through the final steel 
cutter. 

2. Both stationary and revolving cutter are of cold 
rolled steel with sharp shearing edges which cut 
without tearing. 

3. Cutters are ground to a uniform thickness, 
and cutting edges held in perfect alignment at all 
times. 

LEAK-PROOF 

1. The barrel is tapered and the bottom slopes 

downward and forward toward the mouth so that 


all juices will follow the meat or other food through 
the cutters and into the dish. 


2. The closed end is cast solid with the barrel. 
The shaft and its bearing are a machine fit. This 
construction makes it impossible for the juices to 
leak out around the shaft. 


EASILY CLEANED 


1. There is no stationary web across the mouth 
of the barrel as on some choppers. 


2. When the thumb-nut which holds the handle 
in place is removed the forcer,and all cutters come 
out together, leaving the barrel entirely free for 
washing. 

3. Special care has been used in designing so that 
all corners are rounded. No crevices or hard-to-get- 
at places make cleaning difficult. 


The Gem Food Chopper is easily sold. Its approval 
by the well-known testing laboratories listed above 
are indications of its quality. It is the best chopper 
that can be produced. Sargent & Company, New 
Haven, Conn.; 94 Centre Street, New York; 150 North 
Wacker Drive (at Randolph), Chicago, III. 





SARGENT 


LOocKS AND 








HARDWARE 











22 HARDWARE AGE for SEPTEMBER IQ, 1929 








JOHN M.HART COMPANY 
GRAYBAR BLDG 
NEW YORK CITY 


MANAGER OF SALES 


TRADE MARK 


REGISTERED 


HANOVER WIRE CLOTH Co. 


INCORPORATED 1903 


SCREEN WIRE CLOTH 


HANOVER, PA. 


New York, September 2, 1929 


WIRE SCREEN CLOTH 
Season 
1930 


TO OUR OLD AND NEW JOBBING CUSTOMERS: 


We are now prepared upon application to quote you definite prices on copper and bronze wire screen 
cloth for next season's delivery. 


When next season’s OPENING PRICES are made by the LARGE manufacturers of STEEL WIRE 
SCREEN CLOTH we will meet them and we will guarantee our prices, terms and conditions against other 
manufacturers. 


We have improved our manufacturing facilities and we are producing a quality of cloth not surpassed 
by any manufacturer. 


We shall operate our plant longer hours. We shall manufacture more cloth this coming season. 


Our attention has been called to the fact that there has been more or less gossip by some people who 
are either directly, or indirectly connected with the wire cloth business relative to our plant being for sale. 


OUR PLANT IS NOT FOR SALE and any and all statements made by others to the contrary are false, 


whether made ignorantly or to accomplish some selfish purpose. 


The writer, at the request of Mr. John M. Hart, has arranged and will spend two days during the 
middle of each week of the year in our General Sales Office located in the Graybar Building, New York 
City, where he and Mr. John M. Hart will keep in more intimate touch with every detail of the Sales De- 
partment. 


It is our earnest desire to supply wire screen cloth and to render the very best possible service insofar 
as supplying wire screen cloth to those good customers who are at present distributing and who have in 
the past distributed for us HANOVER WIRE SCREEN CLOTH. We are in position to keep our Jobbing 
Distributors on the right basis of cost as compared with the other manufacturers AND NO FACTORY 
CAN, WE BELIEVE, SURPASS US IN THIS SERVICE THAT WE CAN AND WILL RENDER. 


Thanking you for the business we have been favored with from you during past seasons and hoping to 
be favored with your business for the season 1930 and further assuring you of our full, complete co-opera- 
tion and support, we are, 


Address all letters and orders Very truly yours, 
to our Managers of Sales HANOVER WIRE CLOTH COMPANY 
JOHN M. HART COMPANY, Inc. 


Graybar Building 
New York, N. Y. =, 





General Manager 


AGMoul:TIA 
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Quality and Dzstinctiveness 


... Speed turnover 


Any hardware dealer aiming to sell high-class merchandise 
will always stock 


ALLEN’S SOLE STRIPS 


A distinctive way of marking every strip with the Allen name 
identifies it as quality merchandise. 


Allen’s Sole Strips are the aristocrats of sole leather sold 
through the hardware trade for shoe repairing. 


You can be positive that you are offering your customer 


the highest quality sole in 
ALLEN’S SOLE STRIPS , 


Sold by 


THE UNITED STATES LEATHER SELLING CORP. 


New York Boston Chicago Cincinnati St. Louis Richmond 


Selling Agents: 


McADOO & ALLEN L. H. NELSON & CO. 
Philadelphia San Francisco 





NOTHING TAKES THE PLACE OF ERPATRER 
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Exrrupep Meat PADLOCKS 


No. 2881 
Size 1% x 1% inches 


These Padlocks need no introduction to the trade. 
For years CORBIN has made Extruded Metal Pad- 
locks. Each year has seen improvements in their 
construction until today they stand supreme in lock 
perfection—the last word in Strength, Security and 
Durability. 


Made in ten sizes, from 1 to 3 inches. Shackles in 
various heights of either brass wire or steel, case- 
hardened. These locks can be made Alike, All Differ- 
ent, Master-Keyed and Grand Master-Keyed. 


Such features as these make a padlock that will give 
satisfaction at all times, under all conditions. 


Li} «aie 


No. 1932 
Card Holder 


No. 03700 


Corner 


No. 1764 


No. 3060% 
Shelf Rest 


Friction Catch 


Many items of interest to the Hardware trade is 
contained in our Miscellaneous catalogue. Have 
you a copy? One sent on request. 


Write today for circulars describing our line of Pad- 
locks, Automobile Locks, Cabinet Locks, Trunks, 
Suitcase Locks and Trimmings, Miscellaneous Hard- 
ware, Keys and Key Blanks, Apartment House Letter 
Boxes and Home Saving Banks. 


CORBIN CABINET LOCK CO. 
Tue AMERICAN HARDWARE CORPORATION Successor 
NEW BRITAIN, CONN., U. S. A. 
NEW YORK CHICAGO PHILADELPHIA 
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BOLT CLIPPERS 
NUT SPLITTERS 
SHEAR CUTTERS 
CHAIN CUTTERS 


Tools that multiply man-power 
and make every precious minute 
count, cut labor costs and pay 
for themselves over and over 
again. 


Such are Porter Cutting Tools 
for nuts, bolts, rods, chains and 
wires. They are portable, with 
every advantage that term im- 
plies over stationary bench and 
power tools. And they are stand- 
ard modern equipment in busy 
shops where “lost motion’’ has 
been found. 

Send for illustrated 

booklet describing 


Porter Tools, their 
uses and economies. 


Instead of strug- 
gling for half an 
hour to get a few 
rusted nuts off 
with a wrench, do 














itin a frac- 
tion of a 
minute 
with the 
Porter Nut 
Splitter. 
Capacity 
up to %- 
inch bolt. 


H. K. Porter, Inc. 8 Ashland Street 
MEE emme «— ere tt, Mags, 


Instead of cutting 
stranded cable with many 
strokes of a hacksaw, do it 


ON UNE WORK 








ee ee eee ee ee ee ee ee ee ee 4 








thence 
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~the fastest money 
maker you ever 


had ..You get $48 installed. 
It costs you $822.75 .. that means 
a gross profit of $25.25 for you. 


And there’s no service after it’s installed to eat up 
your profits. Can you make money handling sales like 


that? Does that profit interest you? Thousands have | 


been installed. Three quarters of a Million dollars 
worth handled by dealers in less than 10 months. 
9 out of 10 homes want this low cost heat regulator. 
Use the coupon now for Special proposition, for 


we're out to Di flat-0. Wilke among live dealers. 
4 Things You Want 


1—Adequate profit with no service wor- 
ries to eat into them. 

2—National advertising reaching over 
6,750,000 homes, reading the Saturday Evening 
Post, Literary Digest and American Magazine. 
3—Helps to help you sell — self selling 
display material and literature to tell your cus- 
tomers about this low cost heat regulator. 


4—“Sheer Comfort” 3 Minute dem- 











onstrating outfit that enables you toshow 
your customers in your storeand in their home | 
just how ‘‘Sheer Comfort” functions. 


SHEER 
COMFORT 


heat Requlator 


H. M. Sheer Co., 212 Hampshire St. 
Quincy, Illinois. 


\\Y 














How dol get my share of your “Split a Mil- 
lion” Campaign. What's your special propo- 
sition? 


A asm Oa 





: 

M 

7 

§ | Store Name..........scceecesssccerscees 

, 

x 

§ f Address ......ccccccccccccccscccrvceeres 
GNF ik cc recaccdcecvecsccccesseetevsnere 


My jobber is. ......cccccccscvcscsececs ; 


























When You Sell 


on Price Alone 


Price is about all you can give! 


It is more profitable to pick a good line and 
stick to it. Let “Rixson” be your choice and, 
take one item as an example: 


SINGLE ACTING DOOR CHECK 


You’d think this old reliable Rixson Check would 
be high priced if you judged by performance. 
But you'll find it in line with any competitive item 
of its kind. That’s where the surprise comes in 
for dealers first making acquaintance with Rixson 
Builders’ Hardware. This Single Acting Check is 
guaranteed for two years,—and to make that pos- 
sible it must be good for at least ten. It is neat, 
compact, and more easily installed than most, 
operating right or left hand doors without change 
of mechanism. Investigate its complete efficiency. 


Write for detailed information, or see Sweet's 
Architectural Catalog 


THE OSCAR C. RIXSON COMPANY 


4450 Carroll Avenue Chicago, IIl. 


New York Office: 101 Park Ave., N. Y. C. 
Philadelphia Atlanta New Orleans Los Angeles Winnipeg 


4 vy 























Builders’ Hardware 


Overhead Door Checks Casement Operators & Hinges 
Floor Checks, Single Acting Concealed Transom Operators 
Floor Checks, Double Acting Adjustable Ball Hinges 

Olive Knuckle Hinges Butts, Pivots and Bolts 
Friction Hinges Door Stays and Holders 
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OX TRADE MARK 











Week of 
Sept 15th to Sept 21st 


co S'o time bo turn 
the page”? 


{f you have received your 
complete Winchester dis- 
play (covering all lines), it’s 
time to turn the page to 
**Guns and Ammunition” 
which will be advertised in 
your behalf all fall. 


Later in the year, or next 
year, you can turn the page 
again to any of the double 
spreads illustrated here. 
These spreads, in turn, 
feature Winchester Guns 
and Ammunition. Fishing 
Tackle, Flashlights and Bat- 
teries. Roller Skates, Cut- 
lery and Tools. Turn to the 
right page at the right 
season and you'll have an 
effective display that is good 
throughout the year. 


These pages are also 
mounted on separate cards 
with easel backs for dealers 
who may only carry one or 
two of the Winchester lines. 
(f you have not yet obtained 
your full display or separate 
cards, write for them at 
once in order fo tie in with 
Winchester national adver- 
tising during the fall hunt- 
ing and Christmas buying 
seasons. 


@oO~ CO ®@ 


“a 
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WINCHESTER FISHING TACKLE 
oa — , ae 


Aasgling equipment thas 


will win your atlertios 











FLASHLIGHTS « 
WINCHESTER TON rnts 
-MEED EVERY FLASHETGHT NERD 


Ae 














SHEE vist 
Vorusing Searchlight 











































Turn to this page during 
the fall hunting 
and feature 
WINCHESTER 
Guns and Ammunition. 


season 






Turn to this 
spring and feature 


page next 


Angling Equipment 
that will win the buyer’s 
affection as completely as 

a WINCHESTER Gun. 


Turn to this page as the 
days grow shorter, during 
Christmas buying or at any 
other time you wish to 
feature WINCHESTER 
Flashlights and Batteries. 


Turn to this page spring, 
summer, fall or winter — 
whenever you wish to 
stimulate your sale of 
WINCHESTER 


Cutlery or Tools. 


Turn to this page when 
the right time comes 
around to move 
your stock of 
WINCHESTER 
Roller Skates. 


WINCHESTER REPEATING ARMS CO. 


New Haven, Conn., U. S. A. 
New York Office and Showroom 


312 Broadway 
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SILVER 











No. 401—The finest saw in the world, 
bar none, straight back, light ship 
pattern, or regular width, light 
weight, mirror polish, fitted with 
the Atkins Improved Perfection 
Handle. 








No. 53—A popular price saw, Damas- 
keen polish, skew back, light ship 
pattern or regular width, equipped 
with Atkins Improved Perfection 
Handle, prevents wrist strain. 


Cw Sif 


NEST OF SAWS—No carpenter’s kit 
is complete without them; a very 
useful assortment; stock a few and 
make more saw sales. 








ATKINS TROWEL No. 3—“See the 
hump,” preferred by plasterers be- 
cause it is the best value for the 
money. 





GRASS HOOK—the one with 
offset handle, saves knuckles, 
made of SILVER STEEL and 
holds edge, a big seller; prompt 


STEEL 


7 
E 4.A 
© [te 


402 SOUTH 


Expert Carpenters Prefer 
Atkins Silver Steel Saws 
Because They Are The 
Best Value for the Money 


Atkins “SILVER STEEL” 
Saws and Tools are the best 
that skill and brains can pro- 
duce. They possess the 
QUALITY that pays every 
jobber and dealer a profit. 


A PERFECT SAW 
FOR EVERY PURPOSE 


Be prepared to cash in on the 
advertising we are doing in 
general magazines, reaching 
millions of consumers every 
month. This means there is a 
big demand for Atkins SIL- 
VER STEEL Saws, Saw 
Tools, Saw Specialties, Hack 
Saw Blades, Files, Trowels, 
and, in fact, the complete 
Atkins line. 


Send for Atkins 
Latest Catalog and 
Stock This Great Line 










Ny) le 
INDIANAPOLIS, IND. 









= 
Established 1857 


Canadian Factory, Hamilton, Ontario 
Machine Knife Factory, Lancaster, N. Y. 


Branches Carrying Complete Stocks in the Following Cities: 


Atlanta New Orleans San Francisco 
Memphis New York City Seattle 


Portland, Ore. Paris, France 


hi Chicago 
shipment guaranteed. Minneapolis Vancouver, B. C. 


_———| 
The Silver Steel Saw People 
Home Office and Factory, INDIANAPOLIS, IND. 


ATKINS 
SAWS 











No. 65—Here is a dandy saw for ex- 
pert carpenters. Straight back, 
light ship pattern, or regular width, 
equipped with Improved Perfection 
Handle. 








No. 51—Skew back, light ship pat- 
tern or regular width; old time car- 
penters like this wonderful saw; 
block style handle. 








HACK SAW FRAME No. 10—Hard 
rubber handle; fits the largest 
hand; cold-rolled nickeled and pol- 
ished frame; adjustable; get a few 
for your best trade. 





THE NEW “SILVER STEEL” 
HACK SAW BLADE has taken 
first place in the sale of blades; get 
our silent salesman display free 
with a small order. 


| a | —— 


FILES, the “SILVER STEEL” Brand, 
takes its place at the head of the 
list. There are none better. Ask 
for file chart-—free. 
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Trade Winds, by Llew S. Soule. , | 31 


Broad Tool Guarantee Creates Confidence and Sales for 


Hammacher 


Do You Fear the Man Behind or the Man in Front, by 
Saunders Norvell 


Well Known Tire Brands Build Sales Volume 
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A New 


and Successful Way 
to Bring People Into 


Your Store 





<= 








ACH month more and more hardware retailers are 
amazed and pleased to discover the remarkable efh- 
ciency of this new Hibbard plan for increasing sales. 


Your operation of the plan is simplicity itself. But 
back of it are months of study and preparation on our 
part to insure its success in your store. 


This Is the Way It Works: 


Our buying department combs the market for 30 or 40 
outstanding bargains in popular-priced household items. 
Buying large quantities of each, we are able to fix a retail 
price which gives you a fair margin of profit. 

These remarkable bargains are advertised in a magazine 
which we edit called “Good News.” Attractively printed 
in two colors, each issue contains an illustrated short story, 
recipes, jokes, cartoons. It is kept and read because it is 
interesting. And each copy carries your firm name and 
address in the center spread. Our name appears nowhere. 
It is your magazine. The bargains offered are your bargains. 


These bargains bring people to your store and enable 


WATER ST. 
CHI oaAe ©. 


211 EAST 


HIBBARD, SPENCER. RARTLETTS ©. 









you to sell them, in addition, your higher priced, longer 
profit items. Other dealers are doing this, so can you. 

The current issue of “Good News” is just off the press. 
It is full of fast selling merchandise. You can’t afford to 
miss the opportunity it offers you. 


Ask our salesman to show you the list of items and 
their prices and the small cost of as many “Good News” 
as you can use, imprinted with your name. If you desire, 
we'll even mail them for you. We're already doing that 
for many other busy retailers. 


Ask our salesman for full details—or if you want, use 
the attached coupon for return-mail-action! 





HIBBARD, SPENCER, BARTLETT & CO., 
211 East North Water St., 
Chicago, Illinois. 
Please send me list of items featured in the new issue of 


“Good News,” their wholesale prices and cost of 
copies of the magazine imprinted with my name. 








Waine a 
es 


City ; es 
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TRADE 





WINDS 


By LLEW S. SOULE 


PLUGGING THE LEAKS 


‘6 UT your losses and let your profits run.” 
That was the slogan of F. W. Woolworth, 
founder of the chain store system which 

bears his name. On that slogan he built a tremen- 
dous business and a princely fortune. Woolworth 
realized the impossibility of reaching a port of profit 
in a leaky business ship. Many individual merchants 
still have that lesson to learn. 


* x. * 


We believe that the’ so-called independent system 
of distribution is the logical system; that properly 
conducted it is the most economical method of dis- 
tributing merchandise. We believe that the manu- 
facturer’s function is to manufacture goods as effi- 
ciently and economically as possible, consistent with 
fair value and fair profit; that the wholesaler’s 
function is to gather together the products of manu- 
facturers in his line, warehouse those products, and 
distribute them economically to retail merchants, re- 
taining a legitimate profit; that the retailer’s func- 
tion is to select from wholesalers’ stocks those items 
which can be used to advantage in his trade territory, 
and sell them to consumers at a fair price which in- 
cludes a reasonable profit. We believe that when 
these functions are performed without waste or 
leakage, the goods will reach the consumer at as low 
a price as is possible through any other system of 
distribution and with more satisfactory service to 
the public. 

If the merchandise is reaching the consumer at 
too high a price, through the “manufacturer to 
wholesaler to retailer to consumer” channels, the 
fault is in the application of the system, and not in 
the system itself. If there is a lack of profit to 
the various factors involved in so-called independent 
distribution, the blame rests upon leakage and waste, 
not upon the basic principles involved. 

It is a problem of men rather than method. 


* * * 


Leakage and waste in the so-called independent 
system of distribution are not confined to any one 
or two factors in the plan. There are leaks all along 
the distribution pipe line, and the biggest leaks are 
at the junction points—the points of contact. 

Many manufacturers are not content to function 
as makers of merchandise. They want to be manu- 
facturers, distributers and sellers. In their effort 
to gain volume they resort to all kinds of unneces- 
sary and expensive services which add to the gen- 
eral overhead. They claim that they are forced to 
do so because the wholesalers and retailers do not 





function as they should. There is more than a grain 
of truth in their assertions, but two wrongs never 
make a right. 

Many wholesalers also fail to function according 
to schedule. They demand too much in the way of 
help from their sources of supply; they invite com- 
petition by refusing to stock goods until the manu- 
facturer has created a demand, when they know that 
creation of such a demand means going over their 
heads; they forget their wholesale function and com- 
pete with their. retail customers; they yield to pride 
and maintain salesmen in territories where over- 
lapping destroys all chances of profit, and adds 
heavily to overhead costs. They claim that ineffi- 
ciency of retailers and competition of other whole- 
salers leaves them no alternative. Much of what 
they say is true, but the situation will not correct 
itself, and the leaks must be plugged. 

Many retailers too, often fail to function. Their 
stocks are full of duplications and dead items; they 
scatter their purchases and fail to discount their bills, 
lay down on their selling, clamor for unnecessary 
service and unearned price. While they complain of 
unfairness on the part of wholesalers and manufac- 
turers, they themselves are often unfair. With their 
own overhead top heavy due to improper buying, 
poor selling, unwise extension of credit and waste, 
they place the entire blame for high costs on the 
shoulders of those from whom they purchase. But 
the retailer has his real grievances also. He does 
not always get the cooperation he deserves. He does 
have to face competition from those he should look 
for protection. He has some real price disadvantages. 
His fault is that he sees only the errors of others, 
and fails to recognize his own shortcomings. He 
worries over the leaks in the stream back of him. 
and overlooks the breaks in his own dykes. All the 
leaks must be stopped before the profit stream can 
run true. 

-—s 4s 

The consumer is not interested in distribution 
problems. He is interested only in getting what he 
wants when he wants it and at the lowest price com- 
mensurate with quality and service. He wants value 
received, and is in position to demand it. The dis- 
tribution system which best meets his demand will 
receive the bulk of his patronage. We believe that 
system will in the final analysis be the so-called in- 
dependent system. 

We know it will be when all the factors in that 
system resolve to plug the leaks, stop the waste and 
keep the channel clear. 
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Power tools, work benches and tool kits are constant sellers at Hammacher’s 


| OOL (jUARANTEE Hes 


CREATE CONFIDENCE AND SALES FOR HAMMACHER’S 


EGARDLESS of price, every tool sold by Ham- 
macher, Schlemmer & Co. in New York City, is 
guaranteed to do in a satisfactory manner the 

work for which it was designed. The prestige which 
this eighty-one year old organization rightfully bears is 
behind every sale. Customers know that a tool bought 
at Hammacher’s will give satisfaction—if it does not, 
either the purchase price will be refunded or a new tool 
given in exchange. 

In recent years the company has added to its large 
department of quality tools, several lines of tools made 
to sell at competitive prices. These are displayed in 
specially constructed display compartments placed on a 
counter in the tool department. Here are thirty-cent 
pliers, half-dollar hammers, thirty-five cent screw drivers 
and saws selling for less than a dollar. Hammacher, 
Schlemmer & Co. guarantees every one of these items 
to give satisfaction! 

This somewhat unusual policy was adopted in accord- 
ance with the firm’s standard plan of selling only that 
which would cast no reflection on the good name the 
company has acquired in its 81 years of business success. 

These competitive price tools have a good sale. They 
encourage the sale of quality merchandise. The com- 
pany has realized that there are two distinct tool markets 
—one among the mehanics who demand the best that 


money can buy and the other—-householders, amateur me- 
chanics and the like among whom are many who believe 
until shown otherwise that a competitive tool is “just 
as good.” There are occasions when the popular priced 
tool is needed and Hammacher, Schlemmer & Co. is 
endeavoring to provide all its customers with tools that 
will serve well and give complete satisfaction. 

The company’s tool department has always been a 
strong rib in the framework of the organization. New 
lines are added at regular intervals and the latest mer- 
chandising plans adopted for use in the department. 
Power tools, industrial tools, fine tools and hand tools, 
reinforced by miscellaneous items under the “tool” 
classification are constantly being distributed to both the 
amateur and professional tool user. 


Hawaacuer, SCHLEMMER & CO. is recog- 
nized as a pioneer in the field of tool set distribution. For 
many years this firm sold tool kits to people in every 
corner of the globe. It advertised tool kits in consumer 
publications and especially in those periodicals devoted to 
home craftsmanship. Manual training teachers and stu- 
dents in this country and also in foreign lands were sold 
the idea of buying a tool kit from Hammacher’s. Al- 
though the magazine advertising on tool sets has been 
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discontinued orders are still being received which can be 
traced to it. The company distributes thousands of cata- 
logs each year and receives a very worthwhile business 
from a mail order trade in a large area surrounding 
New York. 

Power tools have a good sale at this large retail store. 
The company finds they are used for large construction 
work and other jobs where mass production is needed. 
Portable wood-working outfits have a yearly demand, 
as do jig-saw outfits and work-benches. As is the case 
with most all retail stores, the tool sale volume rises to a 
high point in December as many tools are most acceptable 
Christmas gifts. There is however, a steady volume of 
sales maintained through the year with hand tools of 
prominent manufacturers. 


Dispray and advertising are of course valuable 
sales stimulators. Fourth Avenue crowds are continually 
attracted to appealing displays of tools shown in the com- 
pany’s windows. The store is at Thirteenth Street and 
Fourth Avenue, just below Union Square. This loca- 
tion is responsible for a good portion of “store” trade. 
The plans and policies laid down many years ago by the 





USTOMERS 

cannot fail to 

see this display of 

competitive price 

tools. All prices are 
plainly indicated 


A front corner of 
the store is given 
over to power tools 
of many different 


types. 


founders of the organization are still influential in mak- 
ing this tool department a valuable factor to the success 
of the store as a whole. 

Tools are also a most important line at Hammacher’s 
large branch store, 145 East Fifty-seventh Street. This 
three year old establishment serves a high-class house- 
hold trade and caters to the mechanics who work in the 
many large office and multifamily buildings in the neigh- 
borhood. 

The tool department is on the right side of the store 
near the front door and contains a large assortment of 
tools, displayed in an attractive and modern manner. 

Competitive tools are also on display. They have 
some sale but serve mainly to show the advantages of 
quality tools. All items are guranteed and are marketed 
among those who want their money’s worth, regardless 
of what the purchase price may be. 

The tool department in the branch store is forging 
ahead steadily in tool sales. Last year’s total volume 
surpassed the 1927 mark and so far this year, sales have 
shown an increase over 1928. Display, both interior and 
window arrangements help stimulate sales and consis- 
tent advertising backed up by intelligent selling gives the 
branch the same success which the parent store enjoys. 

In these days when the re- 
tail tool business is “not what 
it used to be,” it ‘is indeed 
encouraging to see the efforts 
which this large organization 
puts forth to maintain and 
stimulate tool sales volume. 
If a high quality tool is 
needed, Hammacher, Schlem- 
mer & Co. have it! If a low 
price tool is specifically re- 
quested—this item is also 
available. This service breeds 
customer satisfaction. 
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DO YOU FEAR THE MAN IN FRONT — 
OR THE MAN BEHIND”? 


By SAUNDERS NORVELL 


the fact that we have visitors from all over 

the world. Sometimes some very curious an- 
swers are received to questions about conditions in 
foreign countries. 

To illustrate: Last week I had a visitor from Old 
Mexico. He is an American who has been doing busi- 
ness in the city of Mexico for about seventeen years. 
Just to start the conversation, I asked him about the 
Catholic Church (he is not a Catholic). 

“Well,” he said, “the Catholic Church is a good thing 
in Mexico. The mass of the people are densely ignorant 
and terribly superstitious. The Catholic Church is the 
only thing that kept them going straight. If the Catholic 
Church were wiped out in Mexico, there would be no 
moral or ethical guidance for the ignorant masses. 
Yes,” he added, “in a country like Mexico, the Catholic 
Church has done a great deal of good.” 

“What are the plans of the statesmen in Mexico?” I 
inquired. “What are they trying to do?” My visitor 
laughed. “Why,” he answered, “practically all of the 
men in control in Mexico have just three ideas: food, 
drink and women. Of course,” he added, “they have 
attempted to establish schools, but you must remember 
that the majority of the people in Mexico are Indians, 
or they have a large admixture of Indian blood. You 
cannot make them study. They don’t want to learn. 
They are fatalists. They just shrug their shoulders and 
say ‘Tomorrow is just tomorrow.’ ” 

“What about our ambassadors to Mexico?” I asked. 
“Are they popular?” “They might be popular,” he 
answered, “if they were not changed so often. Just 
when one gets acquainted with the people and the people 
get acquainted with him he is recalled or he resigns. 
The most popular ambassador the United States ever 
had in Mexico was Mr. Hastings. He was a real gen- 
tleman. He had great dignity. He looked like an am- 
bassador. The people had great respect for him, but 
he was recalled.” 


O NE of the interesting things about New York is 


‘6 

How is business in Mexico?” I inquired. “It is 
just about at as low an ebb as it could be, but I have lived 
down there seventeen years and now I have come to the 
conclusion it cannot get much worse, so I propose to stay 
with them because it may be better.”’ 

“Are there many Americans in business in Mexico?” 
was my next question. “Very few,” he replied. “The 
Americans a number of years ago tried to do business in 
Mexico, but, as a rule, they were not successful and 
most of them have given up the job. The hardware 
business is done very largely by the Germans, and there 
are some good, old, well-established German firms that 


have stayed in business through all the ups and downs, 
through all the revolutions and counter-revolutions. On 
the other hand, the dry goods business, laces, perfumes. 
and women’s wear is controlled almost entirely by the 
French, but the French concerns are not gaining. Only 
a few old ones are still in business and they are barely 
holding their own. 

“The poverty of the people in Mexico is almost be- 
yond belief. The people do not know what ordinary 
comforts are. They wear very few clothes. They go 
barefooted or wear sandals, and a good square meal is. 
a great event in their lives.” 

“What happened to that great labor leader we heard 
so much about a few years ago?” I inquired. “Just 
now,” was the answer, “he is in retirement. You see, 
if these ‘statesmen’ become unpopular, if they are not 
assassinated, they just retire to the mountains, or to 
some hacienda, until all the trouble blows over. Then 
after a while they come back and everything is for- 
gotten.” 


‘6 

Tew me about the assassination of Obregon. How 
did it all happen?” “The poor fellow who assassinated 
Obregon,” was the answer, “was simply the tool of men 
higher up. He was a religious fanatic. He was willing 
to be a martyr to a cause. When he was assassinated 
Obregon was sitting at dinner. His back was against 
the wall. He was surrounded by all of his leading men. 
Everybody knew that his life had been threatened. The 
greatest care was taken to protect him. Nevertheless 
this assassin was admitted to the dining room, past the 
guards at all the doors. 

“This man was an artist. He started drawing sketches 
of the various men present. He was allowed to go 
freely from one table to another. Finally he confronted 
Obregon. He stood in front of the great leader and 
sketched his picture. When he had finished he stepped 
forward and placed the picture in Obregon’s hand. 
Obregon leaned forward to look at the picture, then the 
artist whipped out a pistol from under his blouse, placed 
it to Obregon’s back and shot him several times. It is 
still a mystery in Mexico how he was admitted to the 
dining room and why he was not searched. When ques- 
tions are asked, people simply shrug their shoulders and 
reply ‘Tomorrow is tomorrow, and we have a new 
President.’ ” 

* * * 


Another man drops in. He is from Europe. He was 
a veteran in tht World War. He told me about fight- 
ing on the other side. We discussed the new book, “All 
Quiet on the Western Front.” He thought it gave a 
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very good description of the war from the standpoint 
of a German private. This man was a machine gun 
officer. He stated that the most thrilling and dramatic 
thing that happened in his war experience was one 
morning when there was a heavy fog, which slowly 
lifted. As the fog rose, approaching the German ma- 
chine guns were long lines of Americans. He said they 
were so close you could see the whites of their eyes. 
Then the order came to open fire, and it was terrible! 
Whole lines of men were mowed down. 

“What about courage?” I inquired. “Are most men 
brave?” My visitor puffed his cigar and shrugged his 
shoulders. ‘Most men,” he answered, “are the same. 
Most of them when they go into action are frightened 
stiff. Do you know,” he asked, “how men charge? The 
captain and the second lieutenant lead their companies. 
The first lieutenant follows in the rear with a drawn 
automatic pistol. If any soldier should decide to make 
a break for the rear, he knows he would be immediately 
shot down by the first lieutenant. It is safter to go for- 
ward than to go back. We had a saying in the army: 
‘Which are you most afraid of—the man in front or 
the man behind?” 


A notuer visitor from the South, speaking of a 
competitor, a wholesale house which has the reputation of 
being one of the greatest price demoralizers, remarked: 
“The trouble with that jobbing house is they have no 
control at the top. The salesmen are not afraid of 
their sales manager. As a matter of fact,” said this 
hardware man, “the salesmen of this jobbing house run 
the business. They sell the goods at almost any price 
they please. They are more afraid of their customers 
than they are of their house.” 

As he talked I thought of what the foreign soldier 
said: “Are you afraid of the man in front or the man 
behind?” Possibly if more of our salesmen were not so 
much afraid of their customers, and if they were more 
afraid of their sales managers prices would be better 
maintained. That is a rather good expression—which 
are you most afraid of—the man in front or the man 
behind? I wonder if every salesman who reads this 
article will not stop and think whom he fears most—his 
customers or his sales manager. If the customer is the 
most feared, you can rest assured this salesman is soft 
on his prices. He yields easily. He is not afraid of the 
man behind. 

* * * 


Another visitor calls. He is a very successful sales 
manager. This man was trained in New York and after- 
ward was offered an excellent position as sales manager 
of a very large concern in the West. He took his new 
position and, of course, had the pleasure of meeting all 
of the leading salesmen of his new concern. Among 
them was their star salesman, the man who sold more 
goods than any of the rest. This man naturally had 
great standing in the house. He was always referred to 
with pride. He was \ooked up to throughout the whole 
organization. 

The first thing our new sales manager had to say to 
his new force of salesmen was that certain prices on 
certain lines must be absolutely maintained. No rebates 





or price concessions of any kind were to be tolerated. 

A week afterward a telegram came from the star 
salesman recommending a special inside on a large quan- 
tity order for a certain customer. Our sales manager 
wired back: “Nothing doing. Get the price or pass up 
the business. Follow instructions.” The next day the 
star salesman was in the house but he did not come to 
the desk of the sales manager. He went to the office of 
the president of the corporation. After a while the 
president sent for the sales manager and told him the 
salesman had appealed to him to have this large order 
filled at the price concession. The president stated that 
the star salesman was very indignant at the telegram he 
had received from the sales manager. He had never 
been treated that way before and he thought that his 
years of hard work and loyalty entitled him to better 
treatment. 

The sales manager listened patiently and when the 
president had finished he said: “I gave this salesman his 
orders along with the other salesmen. There is no good 
reason for cutting the price on these goods regardless 
of the quantity bought.” “But,” said the president, “re- 
member how valuable this salesman is.” 

The new sales manager looked the president in the eye 
and said: “What you are afraid of is that if we do not 
yield to this salesman he will resign and go with a com- 
petitor, and that you will lose a lot of business. Isn’t 
that true?” “Yes,” said the president, “that’s true. [ am 
very sorry this controversy has arisen.” 

“All right,” said the sales manager, “either my instruc- 
tions to this salesman stand or I resign my position. If 
I am to run the sales end of this business, I must have 
the authority, but I will make you this proposition: In- 
struct this salesman to report to me. Tell him that you 
will not interfere in the matter. Then after I have 
finished talking to him, if he resigns, I will myself take 
his territory and I will guarantee that I will sell more 
goods than he has ever sold on it. Not only that, I will 
guarantee to get another salesman to cover the same 
territory, who will sell as many goods, or more, than this 
star salesman has sold.” 


"Tue sales manager left the president’s office. After a 
while the star salesman came to the sales manager's desk. 
He talked things over. The sales manager took the time 
and trouble to explain clearly why the prices on this line 
of goods should not be cut. He even suggested that he 
would get on the train himself, visit this customer and 
see if he could not get the business without cutting 
the price. The star salesman finally agreed that he 
would go back and try to get the business at the regular 
price. He went back and he got it, and since then there 
has been peace in that sales family. 

“Just think,” said my visitor, the sales manager, “what 
would have happened if I had yielded to this star sales- 
man. He would have had no respect whatever for my 
authority nor, in the last analysis, would the president 
have had any respect for me. This was just a little 
battle that had to be fought out. This question of au- 
thority and discipline was of far more importance than 
the sale involved.” 

The story soon spread to the other salesmen and when 
(Continued on page 64) 
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“BOOT” GOES TO SEA 


By CLARENCE WHITE 


NLESS the reader of Harpware AGE is an ex- 
U gob, has one in his family, or has overheard some 

be-hashmarked sailor refer to another less decor- 
ated companion as a “boot,” then the title of this yarn 
needs explaining. A “boot” in naval parlance is a 
rooky: an unseasoned—at least unsalted—recruit. 

You can, or could back in the old Navy, tell a boot by 
the roll of his shoulders, alternately rising and falling 
like the walking beam of a Coney Island side-wheeler. 
You could recognize him, also, by the fact that before 
his first liberty from the training station he spouted 
fo’c’stle lingo like an old timer. 

It’s a curious trait that forces some of us to act like 
old timers, even when we’re new on a new job. So much 
in anticipation of criticism for daring an article on the 
subject of hardware. The writer admits that he is a 
boot, but recently shipped in this hardware outfit, and 
is quite willing to agree that he might well be silent and 
listen a little longer, before offering his observations. 

And yet, it may be of interest to some veterans in 
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cruise among the 
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the tool selling and buying line, to see themselves from 
the viewpoint of a newcomer. 

This boot not long ago returned from a ten weeks’ 
cruise among the wholesale houses in the middle South 
and West. It was an instructive cruise, and each night 
he jotted down notes on the so-called highlights of the 
day’s experiences. In subsequent sorting, sifting, com- 
paring the opinions of hardware men he met, he has 
been led to the conclusion that the sea of hardware 
buyers is no more free of conflicting ideas and convic- 
tions than is the Irish Sea of white-whipped cross 
currents. 

At that he is not surprised. Some three or four years 
ago he was covering the inaugural dinner of an organiza- 
tion which claimed to be the largest Chamber of Com- 
merce in the world. What otherwise would have been 
a yawning, boresome evening at the press table was 
made an experience by the new president’s address. He 
had been elected president by virtue of his eminence in 
international affairs. During one of his brief visits to 
this country influential directors had prevailed upon him 
to do a good deed for his home city, and he had accepted 
the office. Perhaps no one had thought to suggest a 
theme for his address, perhaps no one dared. He spoke 
extemporaneously, and it was just that. With his hands 
in his pockets, a smile and an apologetic wink toward 
the microphone, he said something like this “Gentlemen 
3 ., te; Mir: has just told you that I would 
outline policies and projects which I, as your new presi- 
dent, shall inaugurate. Well, frankly, I don’t expect to 
inaugurate anything, new or old. In the first place I 
shall probably be too busy with other matters, in the 
second place I’d like to know how any president can 
inaugurate anything new or worthwhile in an organiza- 
tion of 7500 business men all trying to make money out 
of each other—one group wanting rail rates lowered, an- 
other insisting they be increased, one group asking for 
an increase of protective tariffs, another a decrease, 
and so on.” 





From the Sample Case 


NOW HERE are a few samples of slight diverg- 
encies of views which appear to exist, according to the 
writer’s notes, among wholesalers. 

Mr. A, a buyer and company official in Wisconsin 
expressed his belief in no equivocal terms that quantity 
purchase had nothing whatever to do with price. “One 
price for all wholesalers,” he said. “If we find a manu- 
facturer giving a better price to a large wholesaler, just 
because he buys in larger quantities, then we stop buying 
from that manufacturer.” 

Mr. B, a buyer in Illinois, made no bones about ex- 
pecting a better price if he bought in larger quantities. 

In general, of course, the supporters of Mr. A’s 

(Continued on page 60) 
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WELL KNOWN TIRE BRANDS 


BUILD SALES VOLUM 
FOR SHERMAN & GUNTHER 


HERMAN & GUNTHER 
talk tires at every opportunity 
and as a result sell a large 

quantity of tires and tubes each year. 

Advertisements are placed regu- 
larly in the local paper, frequent 
window displays are arranged fea- 
turing tires and tubes and many 
highway signs announce that this 
enterprising hardware concern in 
Sandwich, IIl., have well known 
tires and tubes for sale. 

The firm has carried this line for 
several years and the merchandis- 
ing plans have resulted from expe- 
rience accumulated during that time. 
When this type of stock was first in- 
troduced to this hardware store, it 
was in the form of a brand unknown 
to the consuming public. As a re- 
sult, sales were poor and, as Mr. 
Sherman says, “we talked our heads 
off trying to sell a make of tire un- 
known to our customers.” Realiza- 
tion came that no service to the com- 
munity was being performed by this effort. The brand 
was abandoned and two well known makes added to the 
stock. 

Sales increased to a noticeable extent and at the pres- 
ent time a very excellent volume is maintained in this 
line of merchandise. 

Sherman & Gunther service their tire sales. Free air, 
mounting, adjusting, in fact, the firm’s customers re- 





A three-tier rack and a few shelves serve most satisfactorily 


ceive the same service which exclusively tire shops give 
their patrons. Mr. Sherman believes that to successfully 
sell tires a dealer must render service to meet the price 
and service competition offered by garages, service sta- 
tions and tire shops. He also believes that tires belong to 
the hardware store and says that any merchant can build 
up a tire department, if he applies energy and thought 
to the selling of the stock. 





NEW AUTO ACCESSOR 


MONG the many new auto accessories on the mar- 

ket for the first time during this fall buying season 

are several possessing uniqueness, practicability and use- 
fulness. 

One manufacturer is offering a heavily constructed 
portable hand lamp, which has a guard built of steel ribs. 
This construction tends to prevent damaging the lamp 
and also prevents it from rolling when laid on the floor. 

A cooker that works while the auto engine is running 
is also available. It is designed to fit on the rear 
bumper, where it is connected to the exhaust pipe. The 


ES AVAILABLE 


cooker is made of sheet steel and contains an aluminum 
pressure cooking container within. 

Side wings for rumble seats are new on the market. 
These are made of heavy plate glass and can be set up 
without tools. When not needed to protect riders in the 
rumble seat they fold up in a small space and can be 
stored in the rumble compartment. 

Designed to carry a battery that has no handles, a new 
and practical battery carrier works on the tong principle. 
The jaws grip the cell connectors and will not release 
until the battery is set down. 
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Single Stroke Roman Alphabet 


ABCDEFGH IJ 
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MT? CorRECT Position OF BRUSH FOR ALL BASIC STROKES 











HOW cards are practically in- 
“ dispensable as a business aid to 
the retail merchandiser. Artistic 
ability is not essential and it is a 
money-making side line that will in- 
crease anybody’s earning power. 
The simple art of writing plain 
legible show cards is within the power 
of the average man or woman who is 
willing to devote one-half hour each 
day in practicing the elementary basic 
strokes of the twenty-six letters. 
The length of time required to 
learn show card writing naturally de- 
pends on the determination and ap- 
plication of the individual ; some learn 
to make a show card that will “get 
by” in two months’ time others re- 


quire from four to six months. 

The beginner should understand 
that practical instructions and an im- 
proved and modern outfit are abso- 


‘ 


lutely essential, such an outfit should 
consist of the following: 

A set of Speed Pens and ink. 

A set of Genuine Red Sable 
brushes. 

A set of Stub Lettering Pens. 

A set of Show Card colors. 

A Ruler Pencil and Piece of Art 
Gum eraser. 
Readers of HARDWARE AGE who de- 
sire to purchase a practical outfit and 
are unable to secure same from their 
local dealer may purchase the outfit 
mentioned above at a saving by com- 
municating with the writer. 


‘Tae reader’s attention is directed 
to the single stroke Roman alphabet 
shown herewith. The arrows show 
the direction in which each stroke 
should be taken (always from left to 
right). This simple lesson illus- 


THE 
SINGLE 


STROKE 


ROMAN 
ALPHABE | 


+ + 


BY JOSEPH 
BER TRAM 
JOWITT 


trates the forming of the basic strokes 
of the Capital and Lower-Case let- 
ters, A, B, C, D, E, F, G, H, I, J. The 
planning or laying-out of a show card 
is the first step to be considered by a 
beginner. The alphabet is taught in 
the Primary Schools by the spelling 
of simple words instead of the old 
system of A, B, C, etc. Likewise, 
show card writing is taught in the 
same manner. By this system the 
beginner not only acquires proper let- 
ter formation but spacing and layout. 

There is no definite rule for the 
space allotment between letters and 
words. This is all gaged by approxi- 
mates. Study and practice will school 
the beginner’s eye. The letters A, 
kK, M, W, X, Y will naturally occupy 
more space than the letters E, F, 
H, I, J, and L, and the space be- 
tween words would naturally be 
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governed to a great extent by the 
amount of copy to go on the show 
card. 

The show cards illustrated here- 
with are one-half sheets measuring 
14 x Z2 in., this is one half of a stock 
size full-sheet 22 x 28 in. A dark 
blue cardboard mat frame 2% in. 
wide may be cut out and pasted over 
each show card. This will enhance 
the appearance of the plainest lettered 
card and prevent it from warping or 
bending over in the window. 

A beginner should never attempt to 
letter a show card of any kind with- 
out first ruling off all guide lines 
with a hard lead pencil. Two lines 
are necessary for the capital letters 
and four lines for the lower-case let- 
ters (see illustration on alphabet 
plate). In forming the capital letter 
only three basic strokes are required 
as the arrows indicate on plate, the 
“spurs” which finish off the letters 
are made with the tip end of flattened 











Arcade 


Cast Iron 


out brush. In forming the loop 
strokes of the capital letter B, bear 
lightly on the brush until the widest 
part of stroke is reached then gradu- 
ally release pressure, 


O N the bottom of the alphabet are 
shown the five different positions in 
which the brush should be held in 
order to execute the twenty-six let- 
ters of the Roman alphabet. Fig. 1 
illustrates the correct position to hold 
the brush when ruling borders. The 
brush is held in a natural position 
with the third and fourth fingers rest- 
ing against the edge of yardstick or 
ruler; when the hand is drawn along 
in this manner the brush stroke is 
sure to be as straight as the ruler. 
Fig, 2 shows the correct position 
to hold the brush for all upright or 
perpendicular strokes, removing the 
brush from the surface when within 
a fraction of the bottom guide line. 
Fig. 3 illustrates the position for all 








Caspecton 
Oil 
Heaters 


Jor carly 
ll Gvenings 


POI eR NS A 


oblique or slanting strokes, the tip 
end of flattened out brush being used 
for the thin or finer strokes. Fig. 
4, shows the correct position for all 
horizontals. Fig. 5 for all right and 
left circular strokes. 

The show cards illustrating this 
article were lettered in black show 
card ink using number six and eight 
Red Sable show card brushes. A 
number twelve brush was used for the 
shading. The shading color was a 
Scotch Mist Grey. 

Lettering is usually shaded at the 
left following the contour of each 
letter, keeping away a fraction of an 
inch from the edge of the letters. 

The beginner to obtain the best 
results at practicing should work by a 
regtlar systematic schedule. 

The writer has received several re- 
quests from HARDWARE AGE readers 
who desire to know what are the 

(Conturued on page 49) 
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FENCING THE BLUE GRASS 


poor field protection. 


HARDWARE DEALERS ARE DOING MUCH TO IMPROVE THE FARM THROUGH FENCE SALESMANSHIP 


Left—The old stake-and-rider rail fence was—and is—picturesque, but picturesqueness affords 
Center—When fencing and barbed wire are stored out of the weather 






and off the ground they are in far better condition to sell than if no special care is taken of 
them. 


cialists,” Joe Trice and Fred Reynolds of the 

Trice-Reynolds Co., Franklin, Tenn., do double 
the fence volume of the average hardware merchant in 
their territory, on the word of the company whose fence 
line they push. 

They sell everything that a well-regulated hardware 
house in the blue grass section of middle Tennessee is 
supposed to sell, but somehow their sales of woven wire 
farm fence and fence accessories have reached the point 
which entitles them to be described as “phenomenal.” 

Judging from the evidence, what they have done in 
fence salesmanship almost any other similarly situated 
retail hardware man could do; the evidence follows: 

Some six years ago these two young men went to 
Franklin and opened a little hardware house in an old 
dilapidated building, but in a good location. Their 
building seemed to grow smaller as their business grew 
larger. It careened and looked as though it might fall; 
so they moved their stock out and rebuilt. 

Now they are on the corner of Main Street and the 
public square. Their store occupies a forty-foot build- 
ing about 160 feet long. That is their brief six years’ 
history; and six hard business years, as all the country 
will testify. 

When asked how they did it, Mr. Reynolds said, 
“Ask Joe; he does the buying and selling.” When Mr. 
Trice was asked, he said, after being coaxed a little: 
“Well, the first thing I did was to put myself in the other 
fellow’s place. I said to myself, ‘What fence material 
would I buy if I were a farmer?’ Then I made my 
choice, thinking that would be his choice. I got the 
agency for a high quality brand, because this is a pro- 
gressive community and the farmers want the good 


r AHOUGH they don’t claim to be “farm fence spe- 


merchandise. 

“I arranged with the makers of the fence material 
to do a considerable amount of direct circularizing to 
names I furnished them; then I followed that up with 


Right—Here is a stock-tight fence such as hardware men are selling in nearly every 
territory; steel posts, however, are rapidly supplanting the wooden. 


After that 
Where I saw a field that needed 
fencing I went right to the owner of that field and I 


space buying in both our local newspapers. 
I talked it and talked it. 


told him about it. In short, I just worked. After all, 
that is the only way to put anything over ; first publicity ; 
second, follow up with personal effort. 

“We figure that a hardware house selling fence mate- 
rial, machinery and farm implements of all kinds should 
be as able to diagnose the needs of a farmer as well as a 
doctor who can look at a patient’s tongue and tell him 
what his digestion needs and how to build it up. In- 
stead of looking at his tongue, we look at his fences and 
his fence posts and under his shed. We have men in the 
country all the while whose work is as much to learn 
what our farmer friends need as it is to sell them. 

“When you are talking to a man, if you know what 
he needs his resistance is half gone; and once con- 
vinced that he needs a certain commodity he will buy it. 
Not that day, perhaps, but some time. It will prey upon 
his mind until he does. Especially so, if, now and then, 
he is reminded of it. ‘How about that fence we were 
talking about some months ago; is it still standing up?’ 
Maybe he has not noticed the condition of his fence; but 
on his way home he will. 

“When we find him in the proper frame of mind, we 
begin for the first time really to sell him. There is a 
whole lot in psychology—the state of mind—which is 
a sort of high-brow way of saying, ‘Strike while the iron 
is hot.’ The man who tries to sell without studying 
‘when’ is no salesman at all; he just thinks he is because 
now and then he takes an order. 

“In our store we get a great many valuable tips from 
traveling salesmen. We are never too busy to listen to 


anyone who has something to tell us. We do not figure 
that we know quite all there is to know about the hard- 
ware business today ; and if we did, there would be some- 
thing new to learn tomorrow. 

(Continued on page 67) 
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Buhl Sons Co. Exhibition Opens 
For Week on Sept. 23 


As previous hardware exhibits have been 
looked upon so favorably by retail hard- 
ware dealers, Buhl Sons Co., Detroit, 
Mich., has decided to display during the 
week of Sept. 23 a unique and attractive 
exhibit of hardware. 

The company’s store will be open every 
evening except Saturday during the week, 
and salesmen will be present to tell cus- 
tomers about new merchandise and assist 
in any possible way. 

The 1929 exhibit will be diversified so 
that it will appeal to every hardware 
dealer.. A fully equipped modern store, 
eight correctly trimmed window displays 
and other helpful displays are to be ar- 
ranged for this exhibit. No effort will 
be made to sell merchandise during the 
exhibit. 

Workmen are now busy arranging the 
main floor of Buhl Sons Co. for this exhi- 
bition. 


Wagner Electric Corp. Sends 
A. B. Emrick to Dallas Office 


Wagner Electric Corp., St. Louis, Mo., 
announces the opening of a new branch 
sales office at 734 Allen Building, Dallas, 
Tex., to cover the entire State of Texas 
and parts of Louisiana and Arkansas. 

Alfred B. Emrick has been placed in 
charge as manager. Mr. Emrick gradu- 
‘ated from the Pennsylvania State College 
in 1913, spent two years with General 
Electric, and then joined Wagner Electric 
in 1915. He was a salesman in Detroit 
and Toledo districts until 1921, and then 
went into business for himself until 1926, 
at which time he rejoined Wagner. Early 
in 1927 he was appointed branch manager 
of the Pittsburgh office, from whence he 
has just been transferred. 


New York Radio Show Opens 
Sept. 23 For Week’s Run 


The annual New York Radio Show is 
to be held in the Madison Square Garden, 
New York, N. Y., from Sept. 23 to 28. 
Thousands are expected to attend this 
annual event, and many new items of in- 
terest to hardware and radio dealers will 
be shown at the show for the first time. 


Edward Hooper Now Covering 
Pennsylvania for Iver Johnson 


Edward Hooper, who for several years 
has been traveling through the Southern 
States for Iver Johnson Arms & Cycle 
Works, Fitchburg, Mass., will now take 
charge of the entire State of Pennsylvania. | 

Prior to Mr. Hooper’s affiliation with 
this organization he played professional 
baseball with the St. Louis team of the 
Louisville-American Association, and was 
later manager of the Tri-State Northern 
and Blue Ridge Leagues. Mr. Hooper was 





ably 
firms from coast to coast. 
and ability in cutlery merchandising is gen- 
erally recognized. 
active participant in major hardware con- 
ventions. 
315 Penfield Building, Philadelphia, Pa. 


an extensive vacation. 
announced his future plans, he intends to 
resume business activity at an early date. 


also baseball coach at John Hopkins and 
Mt. St. Mary College. 

Rasmus Johnson, who has been cover- 
ing Pennsylvania, will now sell the Iver 
Johnson line in New Jersey, Long Island, 
and the lower part of New York State, in- 
cluding the Metropolitan District of New 
York. 


Landers, Frary & Clark Again 
Broadcasts Cooking Data 
Every Thursday morning at 11 o’clock, 
Eastern Daylight Saving Time, from Sta- 
tion WTIC, a most interesting program 
is sent out. Landers, Frary & Clark, New 
Britain, Conn., is sponsoring the broad- 


| cast, which is now entering its third year 


of existence. 

Members of the Kool Kitchen Kookery 
Klub listen in to talks on home economics, 
reviews of tested recipes and other perti- 
nent topics. Miss Florrie Bishop Bower- 
ing, director of home economics for 
Landers, Frary & Clark, conducts the 
weekly broadcast. 


W. J. Dress Has Resigned from 
N. Y. Knife Co. 

Wm. J. Dress has resigned from the 
New York Knife Co., Walden, N. Y., 
after an affiliation with the Hammer Brand 
line for the past sixteen years. For twenty 
years Mr. Dress has been identified with 
the pocket cutlery industry, and is favor- 








W. J. DRESS 











wholesale hardware 
His experience 


known among 


Mr. Dress has been an 
He makes his headquarters at 


For the time being Mr. Dress is taking 
Though he has not 








PASHA Group Meetings Held 
For Dealers and Employees 


Arrangements have been made to hold 
a series of group meetings for the mem- 
bers of PASHA during the month of 
September. Some meetings have already 
been held. Attendance and interest were 
reported to be very high. 

On Sept. 19 a group meeting will. be 
held in Asbury Park, N. J.; on the 24th 
a meeting will be held at Washington, Pa.; 
at Brookville, Pa., on the 25th; at Sharon, 
Pa., on the 26th, and at Pittsburgh on 
the 27th. 

Dealers and employees are earnestly in- 
vited to attend these meetings as leaders 
in the hardware field will be in attendance 
to give expert help and advice based on 
wide experience. 


John B. Foley Addressed 
Brooklyn Hardware Members 





More than forty members of the Brook- 
lyn Hardware Association and a_ large 
delegation of the Hardware Boosters 
attended the Sept. 12 meeting of the Brook- 
lyn organization, which was held in the 
Johnston Building, Nevins St., Brooklyn, 
1 Ea 

The large attendance was accredited to 
the presence of John B. Foley, secretary 
of the New York State Retail Hardware 
Association, who spoke briefly regarding 
the merchants’ need of proper management 
and planning. 

President Edward F. Daily opened the 
meeting, and after the usual business of 
the evening was transacted, introduced 
past N. R. H. A. President R. J. Atkin- 
son. Taking the floor, Mr. Atkinson brief- 
ly reviewed some of the problems dis- 
cussed at the recent National Congress, 
and asked Robert L. Hammond, secretary, 
Metropolitan Hardware Association, to 
read, for the benefit of the hardware men, 
the first chapter of the recent convention 
story, “John Smith, Consumer,” which is 
entitled, “John Smith’s Hardware Dollars.”’ 

Mr. Hammgnd’s reading was clear and 
forceful, arousing the admiration of the 
gathering. President Daily then intro- 
duced Mr. Foley, secretary of the State 
association. 

In the course of his talk, Mr. Foley 
stated that the two greatest weaknesses 
admitted by a group of merchants were: 
1. Fear of competition. 2. Disinclination 
to change business practices known to be 
obsolete. He advocated a budget for 
proper control of expenses, but said that 
all budgets needed careful watching. In 
closing, Mr. Foley stated that the mer- 
chant’s job was to plan for the future, and 
then follow that plan as far as practical, 
if he would have success. 

George Brennan, of the association's 
counsel, Brennan, Flamman & Simpson, 
spoke briefly, as did George H. Fisher, 
chief booster of the Hardware 
Following the meeting, the hardware men 
adjourned to Joe’s restaurant, where a 


3oosters. 


| buffet supper was served. 
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Mayors Will Light Bonfires for 
National Radio Week 


Preparations are complete for the ob- 
servance of National Radio Week, Sept. 
22-28. The Federated Radio Trade Asso- 
ciation, with headquarters at 32 West Ran- 
dolph Street, Chicago, and other bodies 
with kindred interests are back of the plan. 
Radio retailers throughout the hardware 
trade are urged to further the movement 
locally. 

Peter Sampson, president of the Radio 
Wholesalers’ Association, which is co- 
operating in every way, says: “It is entire- 
ly fitting that an industry of such size 
should become ‘Hosts to the Nation’ for a 
period of one week, during which suitable 
observances will be made of the place radio 
holds in the lives of the American public.” 

Each member of the Radio Wholesalers’ 
Association has indorsed National Radio 
Week and is releasing window posters and 
streamers to all of his dealer outlets. The 
National Association of Broadcasters, rep- 
resenting the majority of the broadcasting 
stations throughout the country, has passed 
a resolution indorsing National Radio 
Week, urging the cooperation of all mem- 
bers by creating special programs for the 
observance of this week. 

In many cities and municipalities local 
associations are cooperating with the Fed- 
erated Radio Trade Association in ob- 
servance of National Radio Week by stag- 
ing huge “radio bonfires” in public places. 

These radio bonfires are to be lighted by 
the mayors of the various cities. Accounts 
of them will be broadcast. It is believed 
they will create a wonderful interest in 
radio at the time when the listening public 
is more inclined to stay indoors. 

Remember National Radio Week, Sept. 
22-28. 





C. V. Leavitt Buys Interest 
In Hennepin Hardware Co. 


C. V. Leavitt has bought a large interest 
in the Hennepin Hardware Co., Minnea- 
polis, Minn. and becomes vice-president 
and purchasing agent of that organization. 
He was formerly a Minneapolis hardware 
merchant and is well-known in the trade. 

As a retailer he was with the firm of 
T. F. Leavitt & Son. Later he was in 
the wholesale hardware business in Minne- 
apolis and Davenport, Iowa. 

Three floors are occupied by the Henne- 
pin Hardware Co. at Lake Street and 
Nicollet Avenue, Minneapolis. It con- 
ducts a combined wholesale and_ retail 
business. 

Officers of the company are: George S. 
Wheaton, president; C. V. Leavitt, vice- 
president; Addis M. Daily, secretary; 
Robert M. Chute, treasurer; Walter Bas- 
kerville, department manager. 





George W. Ford Dies 


George W. Ford, senior member of 
George W. Ford & Son, hardware dis- 
tributors in Huntington, Mass., passed 
away on Sept. 5 after a lingering illness. 
He was 69 years of age. 

Mr. Ford was a native of Lanesville, 

















Conn., and came to Huntington when 12 
years of age. He had been in the hardware 
business of that town for more than 25 
years. His widow and son survive. 





W. C. Swift, General Manager, 
The Ohio Varnish Company 


The board of directors of The Ohio 
Varnish Co., Cleveland, Ohio, announce 
the appointment of William C. Swift as 
general manager of the company and all 
subsidiary companies. 

Mr. Swift brings to his new duties a 
broad and comprehensive knowledge of 
organization and manufacturing problems. 
For 25 years he has functioned as an in- 
dustrial executive, a major in the Ord- 
nance Reserve Department of the United 
States Army, and has successfully directed 
and developed the progress of a number 
of the larger industries. 

With the advent of Mr. Swift, the com- 
pany announces a program of expansion 
and publicity for the coming year that is 
expected to be far reaching in its effect 
on consumer demand. 

The opening of warehouse branches at 
San Francisco, Cal., and Cincinnati, Ohio, 
will greatly facilitate the handling of or- 
ders in these districts. 


| National Electrical Exhibit Opens 


Oct. 7 in New York City 


This year the National Electrical Expo- 
sition will be held at Grand Central Pal- 
ace, New York, N. Y., from Oct. 7 to 12. 
It is to be sponsored by the Electrical 
Board of Trade and the New York Elec- 


| trical League. 


The morning hours will be devoted ex- 
clusively to the trade and their invited 
guests. The afternoons and evening hours 
have been reserved for the general. public. 

Many leading manufacturers of elec- 
trical appliances have reserved space at 
this show and will doubtless present new 
products for the first time. 





Breck-Robinson Nursery Merges 
with Joseph Breck & Sons 


Announcement is made of the consolida- 
tion of Joseph Breck & Sons’ Corp., dis- 
tributor of seeds, garden tools and shelf 
hardware in Boston, Mass., and the Breck- 
Robinson Nursery Co., of Lexington, 
Mass. While control of the two concerns 
has always rested in the Breck family, 
the two companies have been operated sep- 
arately. By the consolidation there will 
be an elimination of certain operating 
charges, and an opportunity will be given 
to increase the activities of the nurseries, 
which cover some’70 acres. 

The two companies will operate under 
the name of Joseph Breck & Sons’ Corp., 
and the executive offices of the Lexington 
company are now consolidated at the Bos- 
ton office on State St. The officers are: 


| Luther A. Breck, president; Harold S. 


Ross, vice-president. Owing to the recent 
death of Joseph Francis Breck, the treas- 
urership has been temporarily left vacant. 








Westinghouse Institute Offers 
Courses in Home Lighting 


A fundamental course in general and 
decorative home lighting will be offered 
by the Westinghouse Lighting Institute, 
Oct. 7 to 9, at the Grand Central Palace, 
New York, N. Y. The course is designed 
for men and women who are interested in 
producing unusual and attractive effects in 
home lighting, and will embody a series of 
talks and a comprehensive inspection tour 
supplementing the lectures. 

The course will include the following 
talks: Operation of a Central Station 
Lighting Bureau—Mrs. Sarai Waugh, 
Westchester Lighting Co., Mt. Vernon; 
Lighting the Various Rooms of the Home 
—Miss Helen G. McKinley, National Lamp 
Works, Harrison, N. J.; Lamps for Home 
Lighting Service—H. S. Broadbent; Ade- 
quate Wiring—Arthur L. Abbott, The So- 
city for Electrical Development, New 
York; The Red Seal Plan for Home 
Wiring—O. C. Small, The Society for 
Electrical Development, New York; The 
New Trends in Home Lighting—Charles 
L. Benjamin, Artistic Lighting Equipment 
Association, New York; Lighting of the 
Home for Festive Occasions—E. W. 
Beggs; Our Homes—Miss Lucy D. Tay- 
lor, School of Interior Decoration, New 
York; Light Control Demonstration— 
S. G. Hibben; Decorative Outdoor Light- 
ing of the Home—W. A. Oglesby; and 
Campaigning the Better Home Lighting 
Idea—W. T. Blackwell, National Electric 
Light Association. : 


“Federal Reserve System” 
Topic for A. T. Simonds Award 


The Alvin T. Simonds economic essay 
contest for 1929 is on the subject, “The 
Federal Reserve System and the Control 
of Credit.” 

Mr. Simonds, president of the Simonds 
Saw & Steel Co., Fitchburg, Mass., is in- 
tensely interested in economics. He is of- 
fering prizes amounting to $1,500 to the 
winners of this year’s contest, the purpose 
of which is to arouse a more general in- 
terest in economics as related to the in- 
dividual and general welfare. It is hoped 
that the awards will serve as an incentive 
for a better understanding of the appli- 
cation of economic problems to business. 

The contest is open to everyone, every- 
where and closes on December 31, 1929. 
Full information, rules and suggestions can 
be obtained from the Economic Contest 
Editor, Simonds Saw & Steel Co., 470 
Main St., Fitchburg, Mass. 


Frank W. Mendum Passes On 


Frank William Mendum, for 40 years 
previous to 1915, proprietor of a hardware 
store in Roxbury, Mass., died recently at 
the age of 75 years. He was a native 
of Boston. Mr. Mendum was one of the 
founders of the Boston Retail Grocers’ 
Association. 
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The Lawco Outdoor Incinerator 


Many advantageous features are claimed 
for the Lawco outdoor incinerator which 
is now being marketed by The F. H. Law- 
son Co., Cincinnati Ohio. 

This item has a rotating drum which 
allows garbage and rubbish to be shifted 
to aid combustion, also allows the con- 
tents to be easily emptied with a slight 
movement of a crank. The body is con- 


Se RN PIS 


4 
3 
, 
3 
id 
4 
4 
? 





structed of heavy corrugated steel, galvan- 
ized after fabrication. Two bushels of 
refuse can be dumped into the drum. There 
are two covers, perforated under-cover and 
a solid top-cover. This system allows the 
contents to be protected from weather con- 
ditions and provides for adequate draft. 
Ashes can be easily dumped from this 
incinerator into the pail placed below. The 
manufacturer states that no sparks can 
escape and that complete combustion with 
a minimum of smoke and odors is ob- 
tained with the Lawco outdoor incinerator. 


Turner Improved Blow-Torch 


The Turner Brass Works, Syracuse, 
Illinois, announces a new, improved blow- 
torch, which is doing away entirely with 
the drip cup. 

This new No. 35 Turner blow-torch is 
equipped with a carburetor which will in- 
stantly give off a hot, blue flame, generat- 
ing the blow-torch in one-fifth the time 
required by a drip cup, says the manu- 
facturer. 


This is a decided advantage in cold 
weather. The generator, operating inde- 


pendently of the burner, is always ready 
and may be left on as long as desired, 
thus serving as a pilot when the burner 
is not in use. 

Among the features claimed 


for this 


product are: The closed generator type 
burner has the patented baffle; the blunt 
shut-off needle seats in the burner; the 
removable jet block offers instant replace- 
ment; the wire clean-out attached to the 
needle cleans the orifice every time the 





TURNER 
URNER GASOLINE 


needle is turned; the extra heavy gauge 
brass tank is highly polished; the palm- 
fitting handle is securely fastened with cast 
brackets; inlets are locked into the tank; 
and the funnel-shaped, corrugated bottom 
serves as a funnel. 





A New Size Cylinder Gage 


To meet the demand for a cylinder gage 
to measure small bores, The L. S. Starrett 
Co., Athol, Mass., announces the No. 
452AA Junior Cylinder Gage. 

The capacity of this new No. 452AA 
is from 1-7% inches to 2% inches and func- 
tions in the same manner as the larger 
Starrett gages Nos. 452A and 452B. It 
has hatdened and ground steel sled and 
contact points which insure long wear and 
accuracy. The double spring action makes 
the gage self centering and non collapsible. 
The adjustable dial marked plus and minus, 
is calibrated by thousandths. 


Cylinder Gage a mechanic can accurately 
determine tapered out-of-round or scored 


An unusual dryer and cleaner of floor 
surfaces—wood, marble, tile or cement— 
has been placed before the trade recently 
by The Vacque Co., 2000 Sixth Ave., 
North, Birmingham, Ala. 

The Vacque drying and cleaning device 
is said to be scientifically constructed so 
as to accomplish its work with a minimum 
of effort. To dry and clean a floor, it is 
only necessary, says the manufacturer, to 
push the Vacque along by means of the 
handle. Its own weight gathers and sucks 
the dirt and water. The rubber dryers 


oils and alkalies. 





cylinders. It is said to be an ideal tool 
for service stations or motor repair shops 
doing reboring or regrinding work. It 





eliminates any argument with customers or 
men in the shop, as proof of conditions 
can be readily seen on the easy reading 
dial. 











Using this new Starrett No. 452 Junior | 
| away views showing the construction of 
‘ the, pumps and how they operate. 





have been compounded to withstand, acids, | J ny 
| assures long and efficient life. 


Deming Co. Pump Catalog 


The Deming Co., Salem, Ohio, has just 
announced the publication of its new 216- 


| page catalog, No. 28. 


The new catalog describes completely the 
entire Deming line, including hand pumps, 


| rotary pumps, centrifugal pumps, triplex 


pumps, shallow and deep well working 
heads and complete water. systems, spray 
pumps and many other pumps, as- well as 
a complete line of accessories. ‘The cata- 
log was arranged with the thought of 
making it as easy as possible to find ex- 
actly the pump desired. It is profusely 


| illustrated, not only with pictures of the 


pumps themselves but with diagrams show- 
ing the installation of various pumps, cut- 


The Vacque Floor Cleaner and Dryer 


Heavy galvanized steel has been used 
for the holders or frame. It is said that 
as the weight of the frame has been ac- 
curately gaged, it is not necessary to 
exert pressure on the handle. The angle 
at which the Vacque is normally held, pro- 
vides the requisite pressure to obtain satis- 
factory results. 

The company states that the Vacque will 
dry and clean any kind of floor; that there 
is no mechanism to get out of order, hands 
need never get wet or soiled when it is 
used and the products’ strong construction 
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Ford and Chevrolet Wrench Sets 


New Ford and Chevrolet wrench sets 
are announced by Stevens Walden-Wor- 
cester, Inc., Worcester, Mass. These are 
two assortments of Walden-Worcester 
chrome-nickel, double-hex sockets to fit 
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Ford Models “A” and “AA” and Chevro- 
let 4 and 6 respectively. Both sets include 
a careful selection of Walden-Worcester 
socket handles with universal joint and 
extensions, as well as special wrenches. 

In addition, each set includes the proper 
sizes of the convenient new Boxtite 





wrenches, a spark plug socket and a stud 
wrench. For the Chevrolet, there is a 
special tappet adjuster, a special crankcase 
screw driver, a special mainbearing wrench, 
a steering post shaft adjusting wrench and 
a Spintite wrench for the electrical equip- 
ment; for the new Ford there is an offset 
swivel mainbearing wrench, the Walden- 
Worcester two-piece valve lifter, and the 
Walden-Worcester rubber cupped valve 
grinder. 

Both sets are packed compactly in heavy- 
gauge steel boxes, finished in light blue 
with polished nickel trimmings. 


The Deep Well “Oil-Rite” 


A new “V” type belt, improved forced 
feed lubrication fully enclosed pump, sim- 
plified air compressor and improved ap- 
pearance, are among the new improvements 
that the Deming Company, Salem, Ohio, 
have recently announced for their Deep 
Well “Oil-Rite.” 

It is claimed that the new lubrication 
system does away entirely with a separate 
pump, thereby eliminating several moving 
parts and making it practically impossible 
for any trouble to occur in the lubrication 
system. 

All working parts of the new Deep Well 








“Oil-Rite” have been completely inclosed. | 
The manufacturer claims that this not | 
only protects all parts from weather and 
foreign matter increasing the life of the | 
pump, but makes it next to impossible for | 
anyone to injure himself on moving parts. | 





Simplifying the air compression has also 
reduced the number of parts in the new 
pump, according to the announcement. The 
new Deep Well “Oil-Rite” is designed for 
use where the vertical action lift exceeds 
a depth greater than 25 feet. 


Beh Cloth Louver Ventilator 


Beh & Co., Inc., 1140 Broadway, New 
York, N. Y., is manufacturing a line of 
cloth louver ventilators with metal frames. 
The “Diamond E” ventilator is a louver 
type and is backed with a cloth that will 
admit fresh, clean, air but guards against 
dust, dirt, soot, fog and rain from entering 
the room. 








CLOTH-LOUVER 
WINDOW VENTILATOR 


ADJUSTABLE METAL FRAME 











The frame is finished in brown and the 
louvers in buff. The three sizes in which 
this ventilator is manufactured are adjust- 
able from 33, 39 and 45 inches. The stand- 
ard height is ten inches. 


The Improved Bench Grinder 


The Schauer Machine Co., Cincinnati, 
Ohio, has brought out an improved 1 H. P. 
bench grinder for use with either alter- 
nating or direct current, which is especi- 
ally efficient for general shop use. 

It is mounted on an improved base which 
contains the safety type toggle switch for 
quick make or break of contact. The mo- 
tor is constructed of highest grade ma- 
terials, and especially designed to give 
maximum service under all conditions. It 
is totally inclosed for use in either wet or 
dry grinding. 





Wheels are inclosed by newly designed 
end guards. The tool rests are so mounted 
on the wheel guard as to be readily ad- 
justable for any grinding position. End 
bells are designed to give maximum work- 
ing space between motor housing and 
wheel. Solid race double row ball bearings 
are used, one at each end of the shaft. 
They operate in grease and are dust proof. 

Height from base of grinder to center 
of wheel is 11 in. 10 in. x 1 in. wheels 
are used, running at 2000 r.p.m. for direct 
current and 1730 r.p.m. for alternating cur- 
rent. The weight is 162 pounds. 





A Rugged Hurd Padlock 


A new padlock having a two-inch solid 
one piece malleable iron body with a park- 
erized black satin finish has been produced 
recently by E. P. Hurd, 5820 Fischer Ave., 
Detroit, Mich. 

The shackle of this lock is made of a 
special alloy steel, heat treated and is said 





to be strong enough to resist large bolt 
cutters, hack saws and files. The key 
mechanism is a standard plate tumbler 
cylinder with 200 key changes. These pad- 
locks can be keyed alike but not master- 
keyed. 

This new Hurd padlock is put up on an 
attractive two colored lithographed metal 
display panel, of two sizes. No. 600 panel 
contains 6 locks, while No. 1200 shows 12 
locks. The padlock has been made to sell 
at a popular price. 
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WASHINGTON LET TE 


Many hardware items may be subjects for discussion in 

U. S. Senate during tariff rate revision debates—Hardware 

used in war on European corn borer—Postal receipts in 
fifty cities show increase for August 


(Washington Bureau of Harpware Ace) 

While revisions of rates on hard- 
ware items made by the majority mem- 
bers of the Senate committee on Fi- 
nance in the tariff bill have been among 
the few which have not been the ob- 
ject of heated debate, despite the vol- 
umes of words that have already been 
spoken in the Senate on the legisla- 
tion, it would not be surprising to see 
these items given considerable atten- 
tion when they are reached. As already 
pointed out in HARDWARE AGE, the Sen- 
ate committee made a number of im- 
portant changes in the House bill. 

In connection with hardware and 
tools and miscellaneous manufactures 
of metal, the Senate committee ap- 
proved House rates as to their general 
level, but made some revisions where, 
according to the Senate committee’s re- 
port, “further information has dis- 
closed exceptional conditions indicating 
maladjustments or inconsistencies in 
rates or classification.” 

Upholsterers’ nails, thumb tacks, and 
paper fastening staples were, in the 
opinion of the Republican members of 
the committee, found to be inadequate- 
ly provided for by the specific duty 
applicable to coarser products of the 
same general class. Increases were also 
made in the rates on hinges, bells, me- 
chanics’ hand tools, and the cheaper 
grades of pocketknives, products which, 
it was stated, were meeting severe 
competition from foreign goods of the 
lowest grades. Additional protection 
was provided on certain grades of shot- 
guns, similar guns being made abroad 
and sold in the United States in large 
numbers in competition with “an in- 
dustry essential to the national de- 
fense.” 

Rates on many articles were re- 
duced—for example, pliers, crochet 
needles, pens, decorative metal prod- 
ucts, and lighting fixtures. Removal 
from the general basket clause of most 
of the items regarding which adequate 
data was available was held _ to 
have warranted a slight reduction in 
the rates on metal manufactures not 
specially provided for. 

The provision for muzzle-loading 
muskets, shotguns, rifles and parts 
thereof was stricken out, and these 
articles were transferred to paragraph 


1723 in the free list, which now covers | 
| ing defeat at the hands of General 


all muzzle-loading guns. The words 
“double or single barreled breech-load- 
ing and repeating” were stricken out 
as surplusage. 


| The term “meat and food grinding 
| or cutting machines,” transferred to 
| paragraph 372 under machines, is in- 
tended to include the familiar type 
of hand crank operated household food 
cutter, and larger sizes, such as are 
used in butcher shops for grinding 
meat, formerly classified in paragraph 
339 as household utensils. Milk cans, 
not made of tin plate, covered in para- 
graph 387, are those which are in com- 
mon use among dairies, and are made 
of sheet steel manufactured into cans 
and later coated with tin. The excep- 
tion “not made of tin plate” is designed 
to avoid conflict with paragraph 311, 
which treats of articles made from tin 
plate. 





With a forge, drill and some com- 
mon tools material purchased from 
hardware stores can be used to make 
attachments for waging war against 
the European corn borer, according to 
the Department of Agriculture. More- 
over, the Department, in Miscellane- 
ous Publication No. 56-M, Low Cutting 
Devices for Harvesting Corn, distrib- 
uted free as long as it lasts, gives in- 
structions for making and installing 
each attachment. Most of the parts, 
the Department explains, can be made 
in the farm shop from material pur- 
chased at hardware stores, provided the 
necessary tools are available. In the 
war against the pesky and destructive 
European corn borer it has been found 
that in the removal of all cornstalks 
from the field for later shredding, or 
ensiling, burning is one of the most 
effective means for controlling the in- 
sect. This, according to the Depart- 
ment, requires cutting the stalks off 
at ground level, leaving no stubble. As 
the standard corn binder will not cut 
closer to the ground than 5 inches or 
6 inches, special attachments are re- 
quired to cut off the stalks at the sur- 
face of the ground. As a result of ex- 
haustive tests made under a wide vari- 
ety of field conditions, the Bureau of 
Public Roads of the Department has 
developed such devices for four makes 
of corn binders and also a low-cutting 
hand hoe, either of which can be made 
at little cost. 








Ups and down in business are meet- 


Stability. This is made clear in an 
interesting statement made last week 





by Secretary of Commerce Lamont 








concerning the reduction of seasonal 
fluctuations in industry. One of the 
weapons playing an important part in 
routing these undesirable elements is 
statistical information. Secretary La- 
mont said that business men, and, in 
fact, all people, have learned to make 
more constant and more intelligent use 
of current statistical information fur- 
nished to the public by the government 
and by private organizations. The Sec- 
| retary pointed out that an examination 
of the monthly statistics of industrial 
activity in the United States since the 
war shows a reduction in range of 
those variations which are of a sea- 
sonal character. Not only has there 
been, since 1921, an unusually pro- 
longed period substantially free from 
so-called crises or ups and downs in 
economic activity represented the so- 
called business cycle, the Secretary 
said, but even those variations from 
month to month of the year, which are 
the result of seasonal influences and 
which were formerly considered in- 
evitable, have been cut down in extent. 
This result was attributed largely to 
greater foresight on the part of busi- 
ness men producing and selling com- 
modities as well as on the part of buy- 
ers of goods. An important factor in 
making possible the exercise of such 
foresight was declared to be the grow- 
ing volume of statistical information. 


Postal receipts at 50 industrial cities 
throughout the United States showed 
an increase Of 5.62 per cent for Au- 
gust, 1929, as against those for the 
same month of 1928, according to the 
Post Office Department. The total re- 
ceipts for August of the current year 
were $3,289,489.82 as compared with 
$3,114,506.48 for the corresponding 
month last year. The increase in last 
month’s receipts for those of August, 
1928, was $174,983.34. The five leading 
cities in the percentages of increases 
were: Springfield, Ill., 30.59; Albany, 
N. Y., 28.45; Springfield, Ohio, 27.14; 
South Bend, Ind., 22.94, and Phoenix, 
Ariz., 18.92. 


The Federal Specifications Board has 
just issued proposed specifications for 
bullnose-rabbet, block, rabbet, smooth, 
| jack and combination planes for the 
| comment and criticism of representative 
| manufacturers. 
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GENERAL MARKET NEWS 








Hardware Trade of Country Anticipates Active Fall 
Business. Prices are Showing Steadiness 


New York, Sept. 18.—The hardware trade, according to reports 
from important market centers, appears to be marking time in an- 
ticipation of the real start of the fall consumer demand. While some 
considerable activity in fall and winter merchandise is noted, snap- 
pier temperatures will be welcomed as stimulating to general re- 


sumption of trade. 
orders for spring goods. 


Some sections report jobbers receiving a few 


In general, hardware firms, jobbers and dealers alike, look for 
fall trade that will be normally active if not better than usual. Some 


sections are very optimistic. 


The steel industry is at present slackening up in its long run of 
capacity business, but employment generally is still at a high and 


satisfactory level. 


Prices are notably steady, and collections show improvement. 





Carborundum Co.’s Revised 
Catalog with New Price List 


The Carborundum Co., Niagara Falls, 
N. Y., has issued revised catalog No. 99 
with a price list supplement dated Aug. 1, 
1929. Discount sheets will be supplied 
upon request. Several new items have been 
added to the line and are shown in the 
new catalog. The latter and the price 
list cover Carborundum, Aloxite sharpen- 
ing stones, razor hones, knife sharpeners, 
grinding wheels, waterproof papers, etc. 





Linseed Oil Prices Withdrawn by 
National Lead Co. 


The National Lead Co., Atlantic branch, 
111 Broadway, New York City, announced 
on Sept. 12 that all prices on Atlantic lin- 
seed oil were withdrawn until further 


notice. 


Nation’s Wholesale Commodity 
Prices Advance in Week 


Wholesale prices of commodities during 
the week ended Sept. 7 advanced three- 
tenths of 1 per cent, according to the price 
index of the National Fertilizer Associa- 
tion, issued on Sept. 9. Material advances 
occurred in fats and oils, beef, pork, corn- 
meal, wheat, feeds, soft coal and cotton- 
seed meal. Significant declines occurred 
in cattle, hogs, lambs and sheep. Advances 


occurred in thirty-two items and declines 
in eighteen. 

Based on 1926-28 as 100 and 456 quota- 
tions, the index stood at 97.5 for the week 


~ 


ended Sept. 7 and 97.2 a week previous. 





New Saddlery Hardware Prices 
Issued by Moline Iron Works 
Price Sheet No. 5, applying to Catalog 

No. 20, effective Sept. 10, has been issued 

by Moline Iron Works, manufacturer of 

saddlery hardware in Moline, Ill. Net 
prices are shown in this price sheet. 





N. Y. Employment Unchanged 


Employment of factory workers in New 
York State, according to Industrial Com- 
missioner Frances Perkins, remained at 
practically the same level in August as in 
the past three months. The firmness of 
position noted in August followed after 
a smaller recession than usual from the 
spring peak and came at a season which 
generally reflects mid-summer dullness and 
vacations. About 6 per cent more workers 
were holding factory jobs this year than 


last August. 
Fall activity appeared mainly in the 
clothing and leather goods _ industries. 


More of the metals were able to report 
improvement than in July. The metals 
again laid off workers in August, but the 
total number of employed stood well above 
a year ago. 

The position of the railroad equipment 
and repair shops compare very favorably 
with last year, this August showing a good 
advance. There was a noticeable reduc- 
tion in the automobile and airplane in- 
dustry. 

Apparel firms were busy. A new season 
opened up for the clothing industries. 
Makes of women’s apparel and hats showed 
rather large gains following extensive cuts 
in July. Shoe manufacturers picked up 
faster than usual. Tanneries slowed up 
considerably and furriers were at the peak 
of their season. 





Commodity Average Down, 
Says Prof. Fisher 


Prof. Irving Fisher’s index number of 
commodity prices, based on 100 as the 
average of 1926, was 96.3 for the week 
ending Sept. 6, compared with 96.9 the 
week before, 97.0 two weeks before, 97.3 
three weeks before, and 97.6 four weeks 
before. The average of July 26, 99.2, 
was the highest of the year to date; the 
average of May 31, 95.6, was the low- 
est of the year. 

The average for the full month of Au- 
gust was 97.3, comparing with 98.6 for 
July, 97.0 for June and 95.9 for May. 

Crump’s index number of British com- 
modity prices, as cabled for the past week, 
and also based on 100 as the average for 
1926, is 91.7. The average of April 5, 
94.4, was the highest for the year to date; 
the average of June 21, 89.6, was the low- 
est. The average of May 25, 96.7, was 
the highest for 1928; the average of Oct. 
12, 91.8, which was unchanged from the 
three previous weeks, was the lowest. 

For the full month of August the aver- 
age was 91.8, which compares with 91.4 
for July, 90.0 for June and 93.5 for Au- 
gust, 1928. 


Freight Traffic at Peak—Car 
Loadings Reach 1,160,210 


Freight traffic continues to be the heavi- 
est ever reported for this season of the 
year, according to the car service division 
of the American Railway Association on 
Sept. 11. 

Loading of revenue freight for the week 
ended Aug. 31 totaled 1,160,210 cars, the 
highest for any week so far this year and 
also the highest for any corresponding 
week on record. 

Compared with the same week last year, 
this total was an increase of 43,499 cars. 
It also was an increase of 42,850 cars over 
the same week in 1927. 

The total for the week of Aug. 31 this 
year also was an increase of 24,643 cars 
over the preceding week this year, when, 
according to complete reports for the week, 
1,135,567 cars were loaded. For the week 
of Aug. 31 increases over the week before 
were reported in the loading of all com- 
modity except grain and grain products and 
ore. 

All districts except the Central Western 
reported increases in the total loading of 
all commodities compared with same week 
in 1928, while all except the Southern dis- 
trict showed increases over same week 
in 1927, 
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PITTSBURGH 


PITTSBURGH, Sept. 17.—Fall business has not yet reached the ex- 
pected volume, as hot weather early in the month discouraged trade, 
but there is now a steady improvement in products which might be 
Arms and ammunition are beginning to move 
in some volume, although peak demand will not likely come until 
Sales of builders’ hardware are being hindered by a local 
strike in the building trades and as the movement this year has 
never been heavy, a further reduction at this time is unfortunate. 
Prices on paints have been generally advanced by leading makers 
and many retailers’ replenished their stocks prior to the increase. 
Turpentine and linseed oil prices have also been advanced in the last 


considered seasonal. 


October. 


week. 


Some jobbers express the opinion that retail buying will be rather 
light during the fall, as business conditions in the district lack the 
buoyancy of a few months ago, and some effort is being made to 
The steel industry seems to be reaching a tempor- 
ary end to its long period of abnormally high operations and condi- 
tions in the coal and coke market are far from satisfactory. 
such uncertainty in two dominant local industries, retailers are al- 
most certain to use considerable caution in their buying. 


reduce stocks. 


Local steel operations still average | 


close to 90 per cent of capacity, a de- 
cline of only a few points from the 


highest levels of the year, but specifica- | 
tions have long since ceased to warrant | 


such high schedules and mill order 
books have been greatly reduced. In 
view of declining demand, prices have 
shown remarkable stability and have 
not developed particular weakness in 
any lines. The market on sheets and 
wire still lacks real strength, but efforts 
are being made to peg quotations at 
recent levels, and mills are not tak- 
ing fourth quarter contracts at less 
than the regular schedules. Occasional 
reports of renewed buying by the au- 
tomobile industry reach this district 
and the railroads are beginning to show 
interest in their rail and car require- 
ments for next year. Heavy purchases 
from this source would improve the 
morale of the industry considerably, as 
present sentiment is not very good. 


ARMS AND AMMUNITION.—Gerneral 
business improvement continues with 
both guns and cartridges moving stead- 
ily out of jobbers’ stocks in preparation 
for the hunting season, which is opened 
Oct. 1 on several kinds of game in 
Pennsylvania. 


AUTOMOBILE TIRES AND TUBES. 
—Business is quiet and prices are un- 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Mansfield tires, 4 ply balloon type, 
29 x 4.40, $7.40; tubes, $1.50; 30 x 4. 50, 
$8.25; tubes, $1. 60; 29 x 4.75, $9.55; 
tubes, $1.70; 29 x 5.00, $9.90; 
$1.75; 30 x 5.00, $10.20; tubes, $1.80; 
31 x 5.00, $10.65; tubes, $1.85; 32 x 
5.00, $11.75; tubes, $1.90; 28 x 5.25, 
$11.10; tubes, $1.85; 30 x 5.25, $11.90; 
tubes, $2.00; 31 x 5.25, $12.50; tubes, 
$2.05; 29 x 5.50, $12.65; tubes, $2.25. 

Same, 6 ply, 31 x 5.25, $14.70; tubes, 
$2.05; 30 x 5.50, $16.05; tubes, $2.35; 





(Pittsburgh office of HARDWARE AGE) 





With 


30 x 6.00, $16.65; tubes, $2.25; 31 x 
6.00, $16.65; tubes, $2.30; 32 x 6.00 
$16.95; tubes, $2.40; 33 x 6.00, $17.55; 


tubes, $2.55. 

Tire display racks, $10.00 each. 

Prices in all instances are each. 
BATTERIES.—tThere is a steady move- 
ment of flashlight batteries and occa- 
sional call for dry cell units for radios. | 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. PITTSBURGH: 








Broken Unit 
Packages Packages 
DMG oe i icles: 03- «4 $2.06 
co MS, oN OE eee ee 3.20 2.97 
DL WEE Ci inte a dss aes e 2.06 1.92. 
v 2.80 
1.14 
.39 
97 
1.30 
1.30 
1.92 
1.79 
No. 6 dry cells, ignition type, unit 
packages, 36c. eac 
Flashlights.—No. "935, 64%c. each; 
No. 950, 644c.; No. 790, 13c.; No. 705, 
1916¢.; ’No. 750, 13%4c.; No. 791, 18c. 


on Shot.—No. 1461, $1. 67; No. 1661, 


BOLTS, NUTS AND RIVETS.—Pur- 
chases are confined largely to small 
lots, but the aggregate is satisfactory, 
and prices are very well maintained. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Bolts.—All styles except stove and 
tire bolts per 100 pieces, 60 per cent 
off list; stove bolts, 75 and 10 per 
cent off list; tire bolts, 60 and 10 per 
cent off list. 
Nuts.—All 
list. 
Rivets.—Larger, $3.50 base per 100 
pieces; small wagon and tinners’ riv- 
ets, 60 per cent off list. 


BUILDERS’ HARDWARE.—A build- 
ers’ strike in the Pittsburgh district has 
further delayed buying of builders’ 
hardware, and the prospect of improve- 
ment before next year is worse than 
ever. Prices are holding fairly well. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Butts.—Ball tip, plated, dull brass 


styles, 50 per cent off 





Fall Business Suffers From Unseasonable 


Heat. Steel Mill Operations Slackening 


and antique copper, less than case 
lots in 3 x 3 in., $18.50 per 100 pairs; 
3% x 3% in., $19: 4x 4 in., $30. 
Hinges.—Heavy strap, 6 in., $1.85 
per doz.; 8 in., $2.85; . $4.80; 
extra heavy T, 6 in., $2.30 per doz.; 
8 in., $3.40; 10 in., $5.40; light strap, 
with screws packed one pair in a 
box, 3 in., $9.60 per 100 pair; 4 in., 
$11.60; light, 2, 3 in., $11 per pair; 
4 in., $12.60. 
Hasps. — Hinges 
single doze n lots, 3 in. 
4 in., 79c.; 6 in., $1.05; 
. 4% in., 


screws, 
65e. per doz.; 
safety, 3 in., 
$1.14; 6 in., 


without 


Garage Sets.—Swinging hinges, 10 
in., $3 per set. 

Lock Sets.—Heavy beveled, brass 
inside, $17 per doz.; front door, $2.50 
per set; steel inside, $5.25 per doz.; 
front door, $1.65. 


LANTERNS.—Demand for lanterns is 
ordinarily good at this time of the 
year, and various types are now mov- 
ing well. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Gasoline Lanterns.—No. 220, $5.95 


each; No. 228, $6.30 each; No. 327, 
$4.70 each. 

Kerosene Lanterns. — Monarch 
Clear, $8 per doz.; Monarch Ruby, 
$10 per doz.; Junior Tin, $8.50 per 
doz.; Junior Brass, $15.75 per doz.; 
Little Wizard, $8.50 per doz.; D-Lite, 
$13 per doz.; Junior Wagon, $17.25 
per doz. 


MISCELLANEOUS TOOLS.—A _ few 
jobbers report a better demand for saws 
in the last week or two, and other items 
in this list are finding very steady 
movement. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Circular Saws.—6 in., $2.25 each; 
8 in., $3.00; 10 in., $4.00. 

Cross Cut Saws.—Simonds Crescent 
Ground, Nos. 13, 22, 113, 133, 324 and 
325, 5 ft., $5.40; 5% ft., $6; 6 ft., $7. 

Electric Drills.—No. 141, $24 each; 
No. 142, $32; No. 122, $48; No. 562, 
$35.20; No. 382, $41.60. 


Files.—Disston, 50 and 10 per cent 
off list. Nicholson and Black Dia- 
mond, 50 per cent off list. Simonds, 
50 per cent off list. 

Garage Vises.—No. 43, $2 each; No. 
4314, $3; No. 44, $5. 

PAINTING SUPPLIES.—Leading 
makers have advanced paint prices, the 
largest increases on the better grades 
amounting to as much as 25c. a gallon. 
Buying by retailers was heavy prior to 
this advance, but business is now rather 
quiet. Turpentine has been advanced 
to 65c. per gallon in barrel lots, while 
raw linseed oil has also gone up Ic., 
now being quotable at 15c. per lb. in 
barrel lots. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. PITTSBURGH: 

Ready mixed paints, best grades, 
$2.60 per gallon; lower grades, $2 
(white and dark greens, 15c. per gal. 


higher); white lead, 13%c. per lb. in 
100-lb. lots; 10 per cent less in lots 
of 500 lb. or more, and extra 4 per 


cent less on lots of a ton or more: 
turpentine, 64c. per gal., in barrel 
lots; raw linseed oil, 14c. per Ib., in 
barrel lots. 


ROPE.—Demand continues at a fair 
rate at unchanged prices. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Plymouth manila rope, 24c. per Ib., 
base for % in. and larger; New Zea- 
land manila rope, 18c. per Ib., base 
for % in. and larger; Sisal manila 
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rope, 15c. per lb., base, for % in. and 

larger. These prices are subject to 

the usual advance on smaller sizes. 
SASH WEIGHTS.—Business is dull, 
and the price is unchanged at $42 a ton, 
f.o.b. Pittsburgh. 


STOVE PIPE.—This line continues 
fairly active, but is expected to be even 
better in the next few weeks. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. PITTSBURGH: 


Lustro stove pipe, 3-in., $6.75 per 
doz.; a $7.50 per doz.; 5-in., $9.00 
per doz.; 6-in., $10.50 per doz. ‘ 

Lustro ae pipe elbows, 3-in., 
$4.50 per doz.; 4-in., $5.25 per doz.; 
5-in., $6.50 per doz.: 6-in., $7.75 per 


doz. 


VENTILATORS.—The coming of cold 
weather promises a heavy movement of 
ventilators, and jobbers are already 
shipping a fair volume of these products 
to retailers. Prices are unchanged. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Continental line: De-Flekt-Air 
(metal center ventilators) No. 63, | 
$2.20; No. 87, $2.60; No. 88, $3.75; No. 
117, $3.75 per doz. net. Continental 


No. 
No. 


cloth ventilators, 
No. V-923, $2.00; 
$2.20; No. V-949, $3.75; No. 

0; No. V-1537, $3.45; No. 
V- 1549, $5. 00 per doz. NET. Conti- 
nental metal frame som ventilators, 
No. 833, $2.50; No. 837, $2.80; No. 845, 
$3.75; No. 1137, $3.45; ‘No. 1145, $4.40; 
No. 1437, $5.00, and No. 1445, $5.60 
per doz. ia. 


Diamond E, No. 33, $3 per doz.; No. 
01, $4.40 per doz.; No. 02, $4.80 per 
doz.; No. 03, $5.60 per doz.; No. 1, 
$5.20 per doz.; No. 2, $5.60 per doz.; 
No. 3, $6.40 per doz.; No. 4, $7.60 per 
: No. 5, $8.40 per doz. 
Wurldsbest Ventilators, No. 2, 
= 75; No. 3, $2.00; No. 4, $2.50; No. 

$3. 00; No. 6A, $4. 00; No. 6B, $4.50; 
jon 6C, $5.00. These are LIST 
EACH prices and subject to a dealers’ 
discount of 33% per cent. 


WIRE PRODUCTS. — Business is 
quiet and, although prices are still 
rather unsettled, there seems little like- 
lihood of further decreases. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. PITTSBURGH: 


Fence Wire 


wood frame 
V-836, $2.00; 


per 100 lb. Annealed Galvanized 
No. 6 to 9 gage.. ey 2 $3.35 
No. 10 ; 3.40 
No. 11 3.45 
No. 12 3.55 








Pe ED be paksenseaghvc 3.15 -70 
ere 3.25 3.90 
NS ee eee 3.45 4.20 
Gs PENN ce clon ase ews a 3.65 4.40 
Barbed wire (per 80-rod spool): 
2- MPORINS  MENOO! os .0s 0:00 ets obsceeees $2.89 
SR Ee Sree open 3.09 
ME. pict cueandcaddoasened 3.34 
Ram GUND kk cis pare bens wkd 3.09 
2-point cattle (special) ......... 2.20 


Field Woven Wire Fence (per 100 





rods): 
SUNORE > inaGuwhyo ot oon spaaa ewer $39.80 
BEET E DD Nonecnssd een sctaceysess ss ee 
SRUPAL. "En WiepGs cee tad page anieeales 27.70 
i i FE Ss ARE IN See 37.00 
DSU, Shine she chia mem RES aus em 35.80 
SSS a UNG eats hadi Rea he Rees 49.20 
Poultry and rabbit (No. 14% gase: 
No. 16 
No. 1948 
No. 2158 
— mesh: 
No. 1736 
No. 3048 ron 
No. 2360 ... 
No. 2672 
Steel Fence Posts: 
Painted 
Galvanized Angle 
Tubular Steel 
aah bic ac awa BOC. @OCD.  <s4%d0s% 
Oe ; | eae ie ea. 55c. each 38c. each 
Sink Moar aee 65c. each 40c. each 
1 ft. (spt avawe baa eae sek 45c. each 


Bright nails, base, per keg. $2.90. 





TWIN 


TIES 


(Minneapolis Office of HARDWARE AGE) 


MINNEAPOLIS, Sept. 17.—Reports of building activities over the 
Northwest tributary to the Twin Cities indicate that this year has 


measured up well with previous years in this particular. 


In the 


larger cities many commercial structures have been promoted and 


well on the way to completion. 


Residence building, while not at the 


high point of some years ago, has also shown very good progress, 
and the totals are very satisfactory proof of the substantial pros- 


perity of this section of the country. 
Trade in all lines is set for the fall business, and stocks are well 


chosen and in readiness for the retail trade. 


General rains in the 


past two weeks have aided the late hay crops and the pastures, al- 
though coming too late for the corn and other late crops to be of 


very material aid. 


Prices are holding steady, showing no changes over those quoted 


a week ago. 





AXES.—Demand is showing some in- 
crease, for domestic use. Prices are un- | 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. TWIN CITIES: 
Single bit, base weight, unhan- 


| 
| 


dled axles, $15 to $16.50; double bit, 
$20.00 to $21.50; single bit, handled. 
$19.25; double bit, handled, $24.25 
doz., net. 


BOLTS.—Call for bolts continues good, 
with stocks well filled. Prices have not 
changed. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. TWIN CITIES: 

Carriage and machine bolts, 60 per 
cent; stove bolts, 75 per cent, and 
lag screws, 60 per cent from stand- 
ard lists. 


BALE TIES.—Deliveries are improving, 


with prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: | 
i 





Single loop, 9% x 14, $1.51; 9% x 15, 
$1.36; 91% x 14, $1.53 per bundle. 


| BRADS.—Cal for brads continues good, 
| with prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. TWIN CITIES: 

Wire brads in 25-lb. box at 75 per 
cent from lists. 


BUILDING PAPER.—Demand is still 
very good, with ample stocks on hand. 
Prices show no change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Red rosin sized building paper, 
$2.60, and tarred felt, $2.80 cwt., net. 


CHAIN.—Chain in many items is sell- 
ing steadily, with prices firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Log chain, coppered, x 14, $17.75; 
5/16 x 14, $16.7 75; % x 14, $15.00; ad 
chain, self colored, %x 14, $16.2 
5/16 x 14, $15.25; % x 14, es 50; proof 
coil chain, 4 in., $14.00; % i $11.2 
4% in., $10.50; 5 in., $10.25 oot, net. 


COAL HODS.—Sales are still light, 








Year’s Building Activity in Northwest 
Compares Well with Previous Figures 


with stocks ready for the fall trade. 
Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 


Coal hods, japanned, open, 17-in., 
$3. 39; 18-in., $3.85; funnel, 17-in., 
$4.30; 18-in., $4.90; ‘galvanized open, 
17-in., $4.70; 18-in., $5.10; funnel, 
17-in., $5.80; 18-in., $6.30 doz. net. 

CHURNS.—Sales are fair, with no 


change in prices. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Barrel type churns, 3344-5 per cent 
from lists. 


EAVES TROUGH CONDUCTOR PIPE 
AND ELBOWS.—Call for this line is 
good, with ample stocks on hand. Prices 
are firm as quoted. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Eaves trough, 5 in., slip joint, sin- 
gle head, galvanized, in crates, $5.25; 
6-in., $6.40; conductor pipe, 3-in., in 
crates, not nested, $4.90; 4-in., $6.85 
per hundred feet; conductor elbows, 
3-in., $1.78; 4-in., $2.88 doz., net. 


FIELD FENCE—Call for this line 
shows improvement in a retail way as 
fall work progresses. Prices are firm. 
JOBBERS’ QUOTATIONS TO RE.- 
TALLERS, F.0.B. TWIN CITIES: 
Field fence, 9 ga., top and bottom. 
11 ga., intermediate, 26 in. high, 
$36.69 per 100 rods net, with other 
heights in proportion. 


FILES.—Demand is steady with good 


volume. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Nicholson files, 50 per cent and job- 
bers’ brands, 60-10 per cent from list. 


GALVANIZED WARE.—Demand con- 


tinues good, with stocks well filled. 


Prices show no changes. 
JOBBERS’ oe tye th be a ca RE.- 
TAILERS, F.O.B. TWIN CITIES: 
Standard, n quavuadest Bane Ay 10-qt., 
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$2.70; 12-qt., $2.85; 14-qt., $4.70; stock No. 1, 78c. per box of 75 sheets; gar- steel sheets, 24-ga. (base),$6.45 cwt., 

pails, 16- po —, ib-at., we 50; net No. 1, $15.68 per ream, net. net. 

$8.00: No. 3” $9.35; "heavy, No. 1. |SASH CORD AND WEIGHTS.—De-|STOVE BOARDS, PIPE, ELBOWS 

$13.20; No. 2, $14.40; No. 3, $15.60 | mand still is fair, with prices firm. AND DAMPERS.—Retail demand for 

JOBBERS’ QUOTATIONS TO RE- these lines is just getting under way for 

GLASS AND PUTTY.—Call for these TAILERS, F.0.8. TWIN CITIES: ie the fall. Dealers anticipate at least an 
items is increasing as preparations get oun aan ee ee ain eenae. average year in sales. Prices are un- 
under way for the colder weather. 27c. Ib. bast net, and cast iron sash changed from last quotations. 


weights, $1.95 cwt., net. 


Prices are firm as quoted. JOBBERS’ QUOTATIONS TO RE- 


TIQBBERS: QUOTATIONS To RE- |SCREWS.—Call for screws is showing | TC Eititized stove boards, 28 x 28, i 
. * . “VSté e ‘€ ae 
Single and double strength A grade a fairly good volume of trade. Prices $16.00; 30 x 30, $18.60; 36 x 36, $25.95 
glass Minnesota prices 83 per cent are firm as quoted. ee bh: ee ae 
: . . ° . f pe . > 2 =} , «Oo- Aes 
tage Bis gy Boning gee ye la -JOBBERS! QUOTATIONS TO RE- knocked down, 6-in., $12.00 per 100 
3 paces i c Al , F.O.B. : lengths; elbows, 6- in., common iron, 
° ‘ * Wood screws, flat head bright, 50 corrugated, $1.35; adjustable, char- 
MILK CANS.—There is still a fair mar- per cent; flat head japanned, 35 per coal iron, $2.00; dampers, cast iron, 
ket for this line. Prices are unchanged. cent; round head blued, 40 per cent; wood handle, 6-in., $1.15; wire handle, 
© « —T-7 Q71Z 2) > . <4 9 
JOBBERS! QUOTATIONS TO RE- Ske beam 1% pot cont fred’ face. asausmaacianal 
: Bhs os ip ae TIN.—Demand continues good, with 
Milk cans, railroad, wide neck, 8- SIDEWALK CLEANERS.—Dealers are : 
gal., $3.05; 10-gal., $3.15 each, net. Alli th t a f ea prices firm. 
: ; ; ing their stocks for the coming JOBBERS’ QUOTATIONS TO RE- 
NAILS.—Demar. is steady, with prices | trade. Prices show no charge. TAILERS, F.0.B. TWIN CITIES: 
Turnac wike ; ‘ 9 . 99 
unchanged. JOBBERS' QUOTATIONS TO RE. | 4 ;¥snace Coke tin, ICL 20 x 38 
JOBBERS’ QUOTATIONS TO RE- TAILERS, F.0.B. TWIN CITIES: 8 Ib. coating, IC, $14.75 box, net. | 
TAILERS, F.O.B. TWIN CITIES: Sidewalk a a True ha age ne % . ; 
Standard wire nails and ec t 7 x 5-in. blade, $7.20; Rough anc = - és 
coated wire nails in 100-Ib. kegs, Ready, same size, $5.35 per doz., net. WHEELBARROWS. Sales — steady, ; 
with demand showing some indication 


$3.20 per keg, base. — 
SNOW SHOVELS.—Dealers anticipate | of the end of the season. Prices are un- 


PYREX OVENWARE. — Demand is | a fairly good demand, and have ordered changed. 


showi : . = . e. ese . 
‘ ng some increase, with stocks be- | their initial stocks. Prices are firm. JOBBERS’ QUOTATIONS TO RE- 
ing filled for the fall and winter de- JOBBERS’ QUOTATIONS TO RE- TAILERS, F.0.B. TWIN CITIES: 
mand. Prices are still unchanged. TAILERS, F.O.B. TWIN CITIES: . be a? barrel type tray, 
Ss s rels. stee ade, straig es grade, .30; seconc grade, 
JOBBERS’ QUOTATIONS TO RE- sane Geb hendee BkNE, co $34.70 doz., net; tubular, steel tray, 
TAILERS, F.O.B. TWIN CITIES: vanized steel blade, D handle, 15% x $7.20; Gopher garden, $3.75; Amer- 
No. 623 casseroles, $1.00; No. 643 17-in., $10.00: same, 16 x 21-in., $10.65 ican garden, $6.25 each, net. 
casseroles, $1.17; No. 634 casseroles, doz., net. . 
$1.31; ee pans, 60c.; No. WINDOW VENTILATORS.—Call for 
Sec. tex tsa eas Ges Ses ee’ SKATES.—Ice skates have been or- | window ventilators is on the increase. 
3 ie? pots, aD 00; No. 26 tea pots, dered in many cases by the dealers, and | Dealers have their initial stocks ready 
a= percolator tops, 7c. jobbers report a very good season in/|for the trade, and look forward to a 


: prospect. The tendency is toward the | steady and increasing demand in this 
REGISTERS.—Demand shows some im- | skate and shoe outfit, and the detached ‘line. Prices are firm. 
provement as furnace installation and skate trade is diminishing. JOBBERS’ QUOTATIONS TO RE- 











| 
repairs are speeded up. Prices are un- JOBBERS’ QUOTATIONS TO RE- | TAILERS, F.O0.B. TWIN CITIES: 
changed. |  TAILERS, F.0.B. TWIN CITIES: | - we ee sabe me list, Geaee ee 
JOBBERS’ QUOTATIONS TO RE Ice skates, Nestor Johnson North 1145, "$4.40: No. 1437 $5.00: De-Flek “i 
TAILERS, F.0.B, TWIN CITIES: Star aluminum, $6.75, nickel plated, Air,’ No. 63, $3.20: Wo. 87. $2.60: N 
tS, F.0.5, S: $7.75; Union, No. 590 and 590L, $5.25: at ex ete aes eau Xe of 
Cast iron or wrought steel regis- No. 395 and 595L, $5.25; No. 550, $6.00 88, $3.75; No. 11%, $3.75; Diamond KE. 
ters, 40-10 per cent from lists. pair net. Ri.io,) Now 0% oe G0 Noe IB. oa bn 
: . N 20: No. 2, $5.60; No. 3, $6.40: 
ROPE.—Call for rope is steady, with | SOLDER.—Call for solder shows a good No. a ar a0. Moke et 00: se . 
fair volume. Prices show no changes. | demard, with prices firm. | $2.40 doz., net. Wurldbest, No. 2, 
1.75; No. 3, $2.00; No. 4, $2.50; No. 
JOBBERS’ QUOTATIONS TO RE-~ | JOBBERS’ QUOTATIONS TO RE- 5A, $3.00; No. 6A, $4.00; No. 6B 
TAILERS, F.0.B. TWIN CITIES: TAILERS, F.0.B. TWIN CITIES: 34:50. No. 6c, $5.00 DAC LIST, with 
Best grade manila rope, 24c., base; Warranted half and half. solder. dealers’ discount of 33% per cent. 
best grade sisal, 17%c. lb. base. 31%6c. Ib., and strictly half and half 
on yl 324%c. Ib., in 100-lb. boxes, WIRE.—Fence wire is selling somewhat 
SANDPAPER.—Deliveries in this line _ better as fall work is under way. Prices 
ye good totals. Fall painting and sTEEL SHEETS.-—Deliveries are show- | have not changed. 
ecorating are well under way, taking 4/ing good totals. Prices have not JOBBERS’ QUOTATIONS TO RE- 
good volume of abrasives. Prices have | changed. TAILERS, F.0.B. TWIN CITIES: 
not changed Galvanized barbed cattle wire, $3.11 
» JOBBERS’ QUOTATIONS TO RE- per 80-rod spool; galvanized barbed 
JOBBERS’ QUOTATIONS TO RE- TAILERS, F.0.B. TWIN CITIES: hog wire, $3.34 per 80-rod spool; No. 
TAILERS, F.0.B. TWIN CITIES: Galvanized steel sheets, 24-ga. 9 (base) smooth galvanized wire, 
Ay grade sandpaper, No. 1, 98c. (base), $5.00; black steel sheets, 24- | $3.65 cwt., and No, 9 smooth black 
* box of 75 sheets: second grade, | ga. (base), $4.15; Armco galvanized | wire, $3.20 cwt. 





THE SINGLE STROKE ROMAN — (Continued from page 39) 


} 


average prices charged for the dif- | when layed out to occupy not more | 


ferent standard size show cards and |than four or five lines. | 


Price tickets sizes 5 x 7, 4 x 
3.x 5, 2 x 3 (per dozen in rotation ) 


price tickets. Of course a great deal Full-sheets, cardboard, 22 x 28 in., | $2, $1.50, $1 and 60c. 
depends on the amount of copy or | $1.25 each. | These are fair prices for plain com- 
reading matter, the quantity ordered Half-sheet, cardboard, 14 x 22 in. | : 
: , - |mercial work. Fancy show card with 
and the quality of cardboard used. | 75c. each. : ; 
- 14, | extra amount of reading matter 


For general information only ap- | Quarter-sheet, cardboard, 11 ; 
proximate prices can be given using | 50c. each. |should be charged for according to 
the average six-ply white cardboard Eighth-sheet, cardboard, 7 x 11, |the time and materials used, a flat 
and lettered in black ink. The copy '60c. each. | rate being very difficult to estimate. 
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CLEVELAN 


CLEVELAND, Sept. 17.—Hardware business in this territory con- 
tinues fairly good and jobbers look for a good volume of fall busi- 
Some winter lines such as sleds and skates have picked up 


ness. 


somewhat, but snow shovels are quiet. 
are in very good demand. Jobbers are getting quite a few orders 
for spring merchandise principally lawn mowers and steel goods. 
Prices are steady with no changes reported. 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—Jobbers report a continued 
fair demand for tires and tubes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Tires and Tubes.—Mansfield tires, 





4-ply balloon; 29 x 4.40, $7.40; tubes, 
$1.50; 30 x 4.50, $8.25, tubes, $1.60; 
29 x 5.00, $9.90, tubes, $1.75; 30 x 5.00, 
$10.20, tubes, $1.80; 30 x 5.25, $11.90, 
tubes, $2.00; 31 x 5.25, $12.25, tubes, 
$2.05; heavy duty, 6-ply; 29 x 4.40, 
$9.50; 30 x 4.50, $11.05; 30 x 5.25, 
$14.30; 31 x 5.25, $14.70; 33 x 6.00, 
$17.55; double service, 6-ply; 29 x 
4.40, $12.90; 29 x 4.50, $13.25; 30 x 

4.50, $13.95; 29 x 5.00, $16.85; 30 x 
5. 500" $17.30; 30 x 5.25, $19.70; 31 x 


Liberty 4-ply; 29 x 4.40, 
29 x 5.00, $7.95; 
$9.85; 32 x 
cords; 30 

31 x 4, 


5.25, $20.35; 
$5.65; 30 x ‘4. 50, $6.30; 
30 x 5.00, $8.20; 31 x 5.25, 
6.00, $11.85; high pressure 
x 3, $4.40; 30 x 3%, $4.75; 
$8.45; 32 x 4, $9.05. 


AXES.—Ax sales have 
gain recently. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
First grade single bitted, rustless, 
black finished handled axes, $19.50, 
base, per doz.; unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 
per doz.; double bitted, unhandled, 
$20 per doz.; 60c. increase for dozen 
lots weighing 42 to 48 lb. and smaller 
advance for each 6 Ib. additional 
weight increase. 


BATTERIES.—The demand is steady. 
Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 


B and C Radio wines 
o. 1 


shown some 


El. eee aes 14 $1.22 
oe aaa ee 1.30 1.40 
DRC MEM: Sos wisese sone 1.92 2.06 
TEED pcuceansnscons 2.33 2.53 
POLES shabussheesen 2.80 3.00 
EE is bo shanewlew ane 2.97 3.20 

Dry Cell A_ batteries, No. 7111, 
354%c. in standard pac kages, 40c. in 


broken lots; Columbia igniter dry cell 
batteries, 3216c. in standard packages, 
36c. in broken lots. 


BINDER TWINE.—There is still some 
demand for twine for binding corn. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 


Standard binder twine, $5.7334 per 
50 Ib. bale; white sisal, $5.7334 per 
bale; second quality standard, $5.36% 
per bale; fine, 600 ft. lengths, $6.7334 
per bale: extra fine. 650 ft. lengths, 
$7.30 per bale. No difference in price 
between 5 lb. and 8 lb. balls. Five 


per cent discount if paid in 10 days, 


f.o. b. factory, Chicago and Auburn, 
N. Y., 114c. per bale less than above 
prices, 


BOLTS AND NUTS. — Manufacturers 
have reaffirmed present prices for the 
fourth quarter. Jobbers’ sales show 
some gain. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. CLEVELAND: 
Machine and carriage bolts, 
thread, 


cut 


hot pressed and cold punched 


BUILDERS’ HARDWARE. — Business 
is only fair. 


CELL-O-GLASS.—A good fall demand 
has developed for this product. 


CHAINS.—While not moving as well 
as recently, a satisfactory volume of 
chain business is still being done. 





CORRUGATED ROOFING. — This is 
not moving as well as might be ex- 
pected for this time of year. 


GAME TRAPS.—Some price shading 
has developed in certain sections and 
this has stimulated sales, which have 
been very good the past few days. 





GLASS BAKING WARE. — Retailers 
are buying quite freely to fill in stocks. 
| Mountings are also moving very well. 





(Cleveland office of HARDWARE AGE) 


Electric heating appliances 


nuts and lag screws, less than case 
lots, 60 per cent off list; bolts with 
rolled thread, % in. x 6 in. and 
smaller, 60 and 10 per cent off list; 
additional discount of 10 per cent is 
allowed for full case lots of one size. 
stove bolts, 75 and 10 per cent off 
list; semi-finished nuts in bulk, 60 
per cent off list; 54 per cent for 
packages. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

In case lots, lock sets, $5 per_ doz. ; 
heavy strap hinges, 6 in., $1.55 per 
doz.; 8 in., $2.40 per doz.; extra heavy 
T hinges, 6 in., $1.80 per oz. ; 8 in., 
$2.70 per doz.; 10 in., $4.25 per doz. 
Butts, case lots, 3 in., and 3% in., 
16c. per pair; 4 in., 21c., per pair; 
for less than case lots, all sizes are 
2c. per pair higher. Butts with sand 
blasted finish are 4c. per pair higher. 
Ornamental hinges, standard finish, 
$1 per doz.: nickel finish, $1.20 per 
doz.; sand blast finish, $1.15 per doz. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Cell-O-Glass in 100 ft. rolls, 12c. 
per sq. ft.; glass cloth in 100 yd. 
rolls, 24c. per sq. yd. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Coil chain, 3-16 in., $11.95 per 100 
Ib., %4 in., $10.75 per 100 Ib.; 5-16 in., 
$9.25 per 100 lb.; % in., $7.85 per 100 
lb. Cow ties, No. 14, $2.75 per doz.; 
No. 15, $2.50 ner doz. Tie-out chain, 
60 per cent off list. 


| 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

28 gage corrugated roofing, 26 in. 
wide, $3.97 for 1% in., and $3.92 for 
2% in., for 10 squares or more. 





JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CLEVELAND: 

Victor traps No. 0, $1.10 per doz.; 
No. 1, $1.38 per doz.; No. 1%, $2. 40 
per doz.; No. 2 $3.36 per doz.; double 
grip No. 91, $2.44 per doz.; Oneida, 


jump traps, No. 0, $1.59 per doz.; No. 
1, $1.83 per doz.; No. 1%, $2.81 per 


doz.; No. 2, $4.39 per doz. 








JOBBERS’ QUOTATIONS TO _ 
TAILERS, F.O.B. CLEVELAND 


Casseroles.—Round or oval, 1 qt., | 


Jobbers Trade Reported Fairly Good—Some 
Orders for Spring Lines Appearing Here 


$1.33; square, 


Si; 1% at., $1.17; 2 at., 
7 fancy covers, 


$1.17; casseroles with 
35c. higher. j 
Pie Plates.—8 in., 50c.; 9 in., 60c.; 

10 in., 67c. 
60c.; No. 214, 


Bread Pans.—No. 212, 

Utility. Dishes.—No. 231, 67c.; No. 
232, $1.17 

Teapots. —2 cups, $1.67; 4 cups, $2; 
6 cups, $2.33. 


ICE SKATES.—While jobbers are sell- 
ing more skates than a few weeks ago, 
sales are still moderate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Union Hardware Co., No. 1624 
men’s screw clamp skates, polished, 
84c. per pair; No. 16244%, same nickel 
plated, $1.19 per pair; No. 524%, 
screw clamp hockey, $1.27 per pair; 
No. 424%, same nickel plated, $1.60 
per pair; women’s skates, No. 5624, 
$1.12 per pair; No. 5624%, same nickel 
plated, $1.44 per pair. Shoe skates, 
$5.25 per pair. 


NAILS AND WIRE.—Prices are still 
weak on nails in some sections. Busi- 
ness is light. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. CLEVELAND: 


Nails.—Factory shipment, car lots, 
$2.65 per keg; less than car lots for 
factory and stock shipment, $2.90 per 
keg; other products for stock ship- 
ment, No. 9 galvanized wire, $3.35 
per 100 lb.; No. 9 annealed wire, 
$2.90 per 100 Ib.; polished fence 
staples, $3.35 per 100 Ilb.; galvanized 
fence staples, $3.60 per 100 lb.; coated 
nails, $2.90 per keg. 

Barbed Wire.—Lyman, 4-point cat- 
tle wire, $3.09 per 80-rod spool; hog 
wire, $3.36 per 80-rod spool. 


POULTRY NETTING AND WIRE 
CLOTH.—Some business is being taken 
for spring shipment, particularly for 
poultry netting, subject to prices that 
have not yet been announced. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Poultry netting, galvanized after 
weaving, 50 and 10 per cent off list; 
galvanized before weaving, 50, 10 and 
10 per cent off list. 


Wire cloth, per 100 sq. ft., 12-mesh, 
black, $1.95: 14-mesh, galvanized, 
$2.60; 14- mesh, bronze, $6. 10; 16-mesh, 
bronze, $6.50 


PAINTS AND VARNISHES.—Demand 
is about normal for this season of the 
year. Competition has resulted in some 
local irregularity in turpentine. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Mixed paints, first quality, $2.90 to 
$3 per gal. for colors and $3.05 to 
$3.10 for white. 

Turpentine 614%4c. per 
gal.; less than bbl., 78%c. per gal. 
Linseed oil, in bbl., $1.2034c. per gal.; 
less than bbl., $1. 3534 ¢. per gal. 

White lead in 100 Ib. kegs, 1314c. 
per lb.; in 50 and 25 lb. kegs, 1334c. 
per Ib.; in 12% Ib. kegs, 14%4c. per 
Ib. Quantity discount, 500 lb. to 1 
ton, 10 per cent. ell 9g or more, 

10 per cent and 4 per 

Enameling lacquers, Si. 50 to $1.65 

per qt. 


PREPARED ROOFING.—With fall de- 
mand under way, this is again moving 
well. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. CLEVELAND: 

Popular grades, light, 838c. per roll: 
medium, $1.02 per roll; heavy, $1.19 


in barrels, 
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per roll; slate surface roofing, $1.99 
per roll. 


RADIO EQUIPMENT.—This is not ac- 
tive. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Tubes, ox No. 112A, $2.50; CX No. 
326, $2; CX No. 327, $3; CX No. 380, 
$3.50; CX No. 371A, $2.50. Dealers’ 
discount from these prices, 35 per 
cent. 


ROPE.—Some business is being placed 
for spring shipment subject to prices to 


be named later. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 





Best grade manila rope at 22%c. 
per lb. for factory shipment and 238c. 
per lb. for stock shipment; sisal rope, 
16c. per lb. for factory shipment and 

1614c. for shipment from stock. 


SASH WEIGHTS.—Demand is light. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Sash weights, $36 per ton, for mill 
shipment, $34 per ton. 


STOVE PIPE AND ELBOWS.—Job- 
bers’ orders are more plentiful for these 
products, as late buying is now under 
way. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 





6 in., 20 gage stove pipe per crate 
of 25 joints, 33. 28 for factory ship- 
ment and $3.55 for stock shipment. 
Same, 26 gage, $3.90 for factory ship- 
ment and $4.25 for stock Px go 
6 in., corrugated elbows, $1.30 per 
erate for factory shipment ey $1.40 
for stock shipment. 


SHEETS.—The galvanized sheet mar- 
ket is rather slow. Mills have reestab- 
lished present prices for the fourth 
quarter. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
$4.60 per 


24-gage galvanized sheets, 


100 Ib. 





BOS TON 


New England Shelf Hardware Jobbing Sales Continue 


in an Encouraging Volume—Collections Improved 


(Boston office of Harpwarp AGE) 


BOSTON, Sept. 17.—Reports from New England shelf hardware 
jobbers as well as from retail dealers continue of an encouraging 


nature. 


The average retail dealer is doing a better business than 


anticipated, and is buying merchandise from the jobber in liberal 


volume. 


He is buying barbed wire, stove and furnace pipe and a 


long list of stuff associated with stoves and heaters, conductor pipe, 
all kinds of roofing and building papers, shingles, nails, paints, 
storm window goods, ventilators, ash cans, ash can trucks, and, in 
fact, almost everything you can name that will be used in and about 
homes during the remaining days of 1929. Retailers also are 
evincing interest in futures, particularly those that will be required 
at Christmas time, but the trade in general is inclined to go a little 


slow on such merchandise. 


Nobody is buying heavily. Purchases are made more with a view 
of having a well assorted and balanced yet not large stock of the 
many varieties of merchandise the retail store is obliged to carry 


these days. 


promptly than was the case two and three months ago. 


The average retailer is paying his bills much more 


Unemploy- 


ment throughout New England is comparatively small, and the gen- 


eral run of workers secure good wages. 


The public appears to be 


going in for luxuries to a much lesser degree than in the first half 
of 1929, and spending money for more common every-day merchan- 


dise—actual necessities. 


It is not to be wondered, therefore, that 


the jobber considers the business situation more healthy than it 


has been in a long time. 


AIR MOISTENERS. — Retailers are 
beginning to evince an interest in air 
moisteners. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. BOSTON 


Air Moisteners—Silver colored, $6 
a doz. net; gold colored, $6. 


AUTOMOBILE ACCESSORIES.—Job- 
bers are securing scattered orders for 
tire chains, running board treads and 
cocoa mats and some other goods, but 
there is not much life to demand for 
tires, tubes and accessories in general. 
Competition for low-priced tire busi- 
ness is exceptionally keen. 
JOBBERS’ og peg TO RE.- 
TAILERS, F.0.B. BOSTO 


Tires.—Mansfield line, eas duty, 
straight side, clincher cord, 30 x 3% 
in., $5 each; 31 x 4 in., $8.45; 32 x 4 
in., $9.05; 33° x 4 in., $9. 50; 32 x 4% in., 
$15. 55; 33 x 5 in., "$21.15: 35 x 5 in., 
$22.70. Discount 10 per cent. 

Tires.—Mansfield line, balloons, 29 
X 4.40-21, $5.65; 29 x 4.50-21, $6.30; 














20, $7.50; 29 x 4.75-21, $7.80; 


29 x 4.75- 

29 x 5.00-2 22? $9.70; 29 x 5.25-20, $9.55; 
29 4 5.25-21, $9.85. Discount 10 per 
cent. 


Tires.—Mansfield line, balloon, six 
ply, 30 x 450-21, $11.05 each list; 30 x 
5.25-20, $14.30; 30 x 5.50-20, $16.15; 35 
x 6.00-23, $19. Discount 7% per cent. 

Tubes.—Mansfield line, 12 to the 
carton, 27 x 4.40-19, $15.60 per car- 
ton list; 30 x 4.50-21, $18. Discount 
10 per cent. In less than carton lots, 
cus per tube should be added to the 
cost. 

Tubes.—Mansfield line, 

carton, 30 x 4.75-21, $9.90 per carton 
list; 31 x 5.00-21, $10.50; 30 x 5. 
20, $11.40; 29 x & 
5.50-20, $13.50; 
31 x 6.00-19, $13.20 
$13.80; 33 x 6.50-21, $16.50. Discount 
10 per cent. In less than carton lots 
vb per tube should be added to the 
cost. 


BICYCLES AND TIRES.—More goods 
have been sold so far this month than 
in all of August, according to jobbers, 
and indications are sales will continue 
encouraging the remainder of Septem- 
ber, at least. 


six to the 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 

Bicycles.—Men's, 20 in., $30.50 each 
net; 22 in., $30.50; arched bar, $31.25; 
motor bike type, with double bar, 
$32.75. Women’s, 20 in., $32.75; boys’, 
18 in., $29. 

Tires.—Guaranteed, 
$2.75 per pair net; Thornproof, 
of 25 pair, $3.40 per pair. 


lots of 25 pair, 
lots 


BLANKETS. — Jobbers have adjusted 
prices on blankets to conform with lists 
published some time ago by manufac- 
turers. Both stable and street blankets 
in many cases cost a little less than a 
year ago. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. BOSTON: 


Blankets.—Stable, kersey, 76 in.. 
$1.60 each net; heavy burlap lines, 76 


in., $2.20; extra heavy burlap lined, 
72 in., $2.25; 76 in., $2.35; 80 in., $2.50; 
84 in., $2.60; he avy burlap lined with 
extra wide web, 80 in., $2.50; 84 in., 
$2.60. 

Blankets.—Street, Planet, 80 x 84 
in., $2.20 each net; Quatz, 84 x 90 in., 
$2.75; Ranger, 84 x 90 in., $3; Rain- 
bow, 84 x 90 in., $3.50; Summit, 84 
x 90 in., $4.90; Perry, 84 x 90 in., 
$5. For lining and leathering, $2.50 
per blanket should be added to the 
cost. 


TREE OUTFITS, ETC.—Jobbers have 
issited new prices on Christmas tree 
outfits and kindred merchandise. Con- 
trasted with prices quoted last season, 
the cost today is a shade higher on cer- 
tain merchandise. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 
Tree Outfits——For outdoor or in- 
door use, No. 726, in lots of less than 


10, $7.40 per outfit net; in lots of 
10, $7.05; No. 72, multiple type, in 
lots of le ss than 10, $2.20; in lo of 
10 to 29, $2.15; in lots of 30, $2.10 
For indoor use only, series teen 15 
volt lamps, No. 108, in lots of less 


than 10, $1.85; in lots of 10 to 29, 


$1.73; in lots of 30, $1.69; No. 84,, in 
lots of less than 10, $1.47; in lots of 
10 to 49, $1.43; in lots of 50, $1.40; 
No. 842, in lots of less than 10, 90c.; 
in lots of 10 to 49, 87c.; in lots of 50, 
85c.; No. 8000, in lots of less than 19, 
$1.45; $1.34; in lots 


in lots of 10 to 49, 
of 50, ool. 

Candle ‘Sets.— Window, No. 161T, in 
lots of less than 10, $2. 36 a set net: 
in lots of 10, $2.25; No. 162, in lots of 
less than 10, $2.94; in lots of 10, $2.80. 
For outdoor use, No. 110, in lots of 
less than 10, $5.64; in lots of 10, $5.50; 
No. 111, without sockets, in lots of 
less than 10, $3.68; in lots of 10, $3.50; 
No. 115, complete, in lots of less than 
10, $6.10; in lots of 10, $5.80. 

Wreathes.—Candled, for house win- 


dow use, 12 in., 120 volt lamps, in 
lots of less than 10, 90c. each net: 
in lots of 10 to 19, 87c.; in lots of 
20, 85e. For automobile use, 6 in., 
6 volt lamps, No. 306, in lots of less 
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than 10, 90c.; in lots of 10 to 29, 87c.; less than 5 doz., $3.20, 5 doz., $3; De- i 
in lots of 30, 85c. Lite, less than’5 doz., $3.35, 5 doz., made on some lock sets. The decline 
Star Outfits.—Three star, No. 320, $3.15; Little Wizzard, less than 5 doz., is small, however. New prices follow: 
in lots of less than 10, $1.77 each net; $1.15, 5 doz. lots, $1. JOBBERS’ QUOTATIONS: TO RE- 
BOSTON 


in lots of 10 to 29, $1.73; in lots of 30, 
$1.69. Electric angle chimes, No. 3000, 
in lots of less than 10, $1.58; in lots 
of 10 to 49, $1.50; in lots of 50, $1.44. 


CLOTHES DRYERS.—Retailers are 
having a call for clothes dryers, and as 
their supplies are extremely light are 
in the market for supplies. 


JOBBERS’ yg kad TO RE.- 
TAILERS, F.0.B. BOSTON 

Dryers.—Clothes, lawn, No. 12, 
$6.75 each net. Direct shipments, No. 
1, $6.90 each, f.o.b. Sanford, Me., 40c. 
in lots of 300 Ib. allowed; No. 2, $6.25; 
No. 12, $6.75; Balcony dryers, $10. 


FENCING.— Jobbers have advanced 
fencing about 5 per cent to conform 
with lists issued by manufacturers 
about a month ago. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 
Fencing.—Ornamental, 50 per cent 


discount; flower bed guard and trel- 
lis, 50 per cent discount; gates, 40 
per cent discount. 


LANTERNS.—The movement of lan- 
terns and globes out of jobbers’ stock 
is gathering momentum. It is believed 
that retail stocks are small. Prices 
have not changed since February, 1929. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. BOSTON 
Lanterns.—Hy-lo, $7.50 a ou: net; 
Monarch, $8; with ruby glow, $9.75; 
Blizzard, $13; with large fount, $14.25: 


D-Lite, $13; with large fount, $14.25; 
Little Wizard, $8.50; Underwriters 


mill, $27. In lots of three dozen lamps 
deduct 25c. per doz. from the forego- 
ing prices. 

Lanterns. — Miscellaneous, Wall, 


$38.20 a doz. net; roadster, left taud, 
$17.25, driving, left hand, $19.50. 
Globes.—Junior Blizzard, in lots of 
less than 5 doz., $1.20 per doz. net; in 
lots of 5 doz., $1.05; Blizzard Fitsall, 
with lock knob, less than 5 doz., $1.25, 
5 doz., $1.10 lock know and ruby glow, 





LUNCH KITS.—Lunch kits are selling 


well, according to both retailers and 
jobbers. 


Retailers are buying in small 
quantities but frequently. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 
Lunch’ Kits.—Thermos, No. 324, 
$1.88 each net; school, No. 124, $1. 30: 
Columbia, No. 12011, 1.10; Uni- 
versal, No. 310, $22 per doz. net; No. 
420, $24; No. 295, $23.60. 
Lunch Boxes.—Camera, $3 per doz. 
net; Handy-Andy, $6; Gilman, $2.75; 
folding, $4. 


POLISHERS.—AIll kinds of floor waxes 
as well as electric floor polishers are 
in demand. Buying has come ahead 
quite rapidly the past week. 


JOBBERS’ og pO nd TO RE- 
TAILERS, F.O.B. BOSTON 

Polishers.—Electric, landers. Frary 
& Clark, No. 710, including a sheep- 
skin mop, 1 Ib. of paste wax and 1 
lb. liquid wax, $20.65 each net. 


POULTRY SUPPLIES.—Jobbers say 
that a change in prices for feeders and 
similar merchandise will be announced 
shortly. Demand for incubators and 
brooders is improving. 


JOBBERS’ gt heed TO RE- 
TAILERS, F.O.B. ao TON 


Incubators.—No. $18.50 each 
list; No. 66, $39.50; Ne 67, $57.75; No. 
68, $76.50; "No. 69, $97.50. Discount 


30 per cent. 

Brooders.—No. 103, $26.50 each list; 
No. 104, $31.50; No. 27A, $16.75; No. 
28A, $19. 50; No. 80, $17.50; No. 81, 
$18. 50; No. 117 coal burner, $15.7 75; No. 
coal burner, $21; No. 119, coal 
$26; electric, No. 90, $14. 50; 
, $19.75; No. 92, $24.75; No. 93, 
$29. 50. Mamoth, No. 40, $200. Dis- 
count 30 per cent. 





| 
| 


LOCK SETS.—As was indicated a week | 
ago by jobbers, lower prices have been | 


TAILERS, F.O.B. 

Lock Sets. oe Mec design, No. 
11248H2, $7.20 each a No. 11248%- 
I $6.50; No. 0389 $2.20; No. 
0122H2, x a; No. To2Be, $1.75; No. 
731B1, No. 0122% H4, $3; No. 
ree F150. 


SAW BUCKS.—Jobbers expect to do a 
good business in saw bucks during the 
next month or two. Already they have 
taken a substantial number of orders. 
JOBBERS’ QUOTATIONS: TO RE- 
TAILERS, F.0.B. BOSTON 


Saw Bucks.—Rigid, $4.50 a ‘doz. net; 
folding, $4.60; folding, extra heavy, $5. 


SKATES.—Roller skates are moving in 
good volume, and indications are job- 
bers’ sales this fall will run consider- 
ably ahead of those for the correspond- 
ing period last year. 


JOBBERS’ ma ag oe on TO RE- 
TAILERS, F.0.B. BOSTON 
Ice Skates.—Union line, men’s No. 
524%, $1.19 per pair net; No. 424%, 
$1.49; hockey and figure, $2.58; Can- 
adian hockey, No. 5%, 85c.; ladies, 
52, 97c.; No. 5624, $1.13; No. 
562444. $1.48; No. 5724% L, $1.44; 
children’s bob skates, 32c. 
Skates.—Roller, Union line, No. 2, 
70c. per “< net; No. 75¢.; No. 5, 


$1.40; No. $1.45; No. 10, $1.10; Chi- 
cago line, 63 181, boys’, $2. 65; No. 
181, girls’, $2.75. ‘Other ‘makes, No. 
103, 80c.; No. 1005, $1.30; No. 105, $1. 
Winchester —_ boys’, $1. 50 a pair 
net; girls’, $1.58; rink, No. 37: 31, $3.10; 
No. 3732, $3.18. 
WASH TUBS.—Retail dealers are 


placing orders for wash tubs for spot 
and future delivery. Bookings so far in 
September are ahead of those for the 
corresponding month last year. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. BOSTON 


Wash Tubs.—No. 200, $15 a oon. net; 
No. 300, $18 





CHICAG 


Mid-Western Market holds steady. Volume for 


first seven months better than same period in 1928 


(Chicago office of HARDWARE AGE) 


CHICAGO, Sept. 18.—Throughout almost the whole range of hard- 


ware the market holds steady. 
timely merchandise is eager. 
hot-weather volume. 
fect business adversely. 


Weak spots are rare. 
Last month showed an unusually large 
The lack of rain has done little as yet to af- 


Demand for 


Though the corn outlook is far from bright, the prospect for a good 
corn price seems to offset this negative agricultural condition. Michi- 
gan, Iowa and Wisconsin have more ready cash than at this time last 
year; Illinois and Indiana have fallen off somewhat in this respect. 

Credits, on the whole, reveal relative retail strength. Wholesale 
collections have developed little difficulty. For the first seven months 
of 1929 in the Chicago Federal Reserve district wholesale hardware 
volume showed an improvement of 7.8 per cent over the same period 


last year. 


Contrary to some impressions, there 
is plenty of employment. Large busi- 


ness houses here report relatively few 
applicants. 


Buying conditions are con- 


Volume continues to gain for the current season. 


sequently healthy, both in the rural 
field and urban centers. 

Stove pipe, weather strip and other 
cold-weather goods are beginning to 








move with a rush. Circulating heaters 
are moving well. School supplies are 
active. Since the opening of school the 
sale of alarm clocks has accelerated ten 
to fifteen per cent. 

More activity is observed in residen- 
tial building and the demand for build- 
ers’ hardware for the fall is expected 
to be rather brisk. Cooler weather has 
cut down the orders for bottling sup- 
plies. 

Interest in chain is on the increase 
and the volume promises to be better 
than that of a year ago. Halter chain, 
cow ties, coil chain and log chain are 
moving freely. 

It is intimated that prices are about 
to advance on copper rivets and burrs 
which are selling in volume. Alert re- 
tailers are beginning to plan their fall 
and winter activities in electric mer- 
chandising; appliances are in fair de- 
mand. 

The call for mechanics’ tools is in- 
creasing because of the renewed activ- 
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ity in small building operations. 
tools also show an appreciable degree 
of betterment. Additional interest is 
manifest in nails and wire products. 
Prices are fairly firm. Concessions are 
reported on quantity shipments from 
southern and eastern mills. 

Sales are heavy on prepared roofing 
and the fall volume is expected to be 
good. Sash weights are showing in- 
creased activity. Most of the large 
sheet mills are so busy that deliveries 
are retarded several weeks. Prices are 
steadier. 


ALARM CLOCKS AND WATCHES.— 
Sales during the last fortnight showed 
an increase of ten to fifteen per cent. 
The opening of school has helped vol- 
ume. Prices steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Big Ben, plain dial, $27.48 per doz.;: 
Big Ben, luminous dial, $37.92 per 
doz.; Big Ben, De Luxe Nickel, $31.68 
per ‘doz.; Big Ben, De Luxe Nickel, 
luminous dial, $42.24 per dozen.; Big 
Ben De Luxe colored, plain dial, $31. 68 
per doz.; Big Ben, colored, luminous 
dial, $42.24 per doz.; ; Baby Ben, plain 
dial, $27.48 per doz.; Baby Ben, lum- 
inous dial, $37.92 per doz.; Baby Ben 
De Luxe, nickel plain dial, $31.68 per 
doz.; Baby Ben De Luxe nickel lum- 
inous dial, $42.24 per doz.; Baby Ben 
De Luxe colored plain_ dial, $31.68 
per doz.; Baby Ben De Luxe colored 
luminous dial, $42.24 per doz.; Amer- 
ica plain dial, $12.60 per doz.; Amer- 
ica luminous dial, $18.96 per doz.; 
American Colored Clocks, $12.60 per 
doz.; Sleepmeter plain dial, $16.80 per 
doz.; Sleepmeter luminous dial, $25.20 
per doz.; Ben Hur plain dial, $21.12 
per doz.; Ben Hur luminous dial, 
Nickel, $29.52 per doz; Ben Hur plain 
dial, colored, $21.12 per doz; Ben 
Hur, luminous dial, colored, $29.52 
per doz.; Tiny Tim Nickel or colored 
finish, $18.00 per doz. New Model 
Pocket Ben Watches, $12.60 per doz.; 
New Model Pocket Ben Watches 
luminous dial, $18.96 per doz. Lots 
of 2 dozen or more, all one kind or 
assorted, are subject to an extra dis- 
count of 2% per cent. In lots of 6 
dozen or more, all one kind or as- 
sorted, are subject to an extra dis- 
count of 5 per cent. Westclox and 
Watches, plain and luminous dials, 
may be assorted to obtain quantity 
discounts. 


AUTOMOBILE ACCESSORIES. — Tire 
and tube sales are lagging and prices 
are weak. Some action is developing in 
anti-freeze solutions; as yet, however, 
the volume in this line is not heavy. 
No price changes. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 


Spark Plugs.—Splitdorf for Fords, 


50c. each; regular, 58c. each; Cham- 
pion X, 45c. each; Champion Blue 
Box line, 53c. each; A. C., 53c. each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 

Spot Lights.—Appleton, No. 3280, 
$6.50 each. 


Chains.—Nonskid dozen pair lots, 
35 per cent discount. 
Jacks.—National Standard No. 21, 


$1.30 each. 
1% 


Pumps.—Rose, 
$1.85 each. 

Tires and Tubes.—Mansfield tires 
30 x 3%, Liberty cord, $4.85; Mans- 
field heavy duty oversize, $6.50; Lib- 
erty, 32 x 4, $9.50; Mansfield heavy 
duty, 32 x 4, $11.50; Mansfield double 
service, 29 x 4.50, $13.25; 32 x 6.50, 
$27.60. Tubes, 30 x 3%, Mansfield, 
$1.30 each; 29 x 4.40, Mansfield, $1.50 
each; 30 x 3%, Liberty, $1.05 each; 
20 x 4.40, Liberty, $1.29 each; 32 x 
6.50, $2.70 each. 

Less 10 per cent on casings 
12% per cent on tubes. 

Anti-Freeze Solutions. — Prestone, 
$3.80 per gal. in less than full case 
lots; in full case lots, $3.60 per gal. 


in., cylinder, 


and 

















Shop | BICYCLES.—Though expected to do so, 
| the opening of school has had little ef- | 
Prices | 


fect on movement in this line. 
are down, yet steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Double Bar Motor-Bike Model, 
$26.26; ladies’ model, $25.90; girls’ 
and boys’ juvenile model, $22.60. 


BOLTS AND NUTS.—Fall activity on 
the farm and elsewhere continues to 
stimulate demand. No price changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Carriage bolts, cut thread, 
cent discount; machine bolts, cut 
thread, 60 per cent discount; all 
stove bolts, 75-10 per cent discount; 
lag screws, 60 per cent discount. 
All discounts are quoted from “full 
case’’ lists. 


60 per 


BOTTLING SUPPLIES.—With the ap- | 


proach of cooler weather the demand 
for beverages has slackened; this has 
raturally affected the sale of bottling 
goods adversely. Prices are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. par tcanagaes oll 

Single bottle washer, $4.75 each: 
double bottle washer, ie each; 
adapter for bottle washer, $1.60 each: 
sugar spacer, $4.25 each; improved 
steel bottle capper, $8.00 doz.: crown 
caps, double lacquered in 50 gross 
lots, 15%c. per gross; syphon hose 
sets, $5.00 doz.; 16 oz. clear bottles, 
$5.00 gross. 


BUILDERS’ HARDWARE.—tThere is 
an increase in the erection of smaller 


buildings. Busiress is better than in 
1928 and an even heavier demand is 


‘ooked for during the fall. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

3% x 3% steel butts, old copper or 
dull brass finish, $2.16 per doz. pair 
in case lots; less than case lots, $2.34 
per doz. pair. 4 x 4 steel butts, old 
copper or dull brass finish, $3.00 per 
doz. pair in case lots; less than case 


lots, $3.12 per doz. pair. Heavy steel, 
bevel, inside sets, $6.00 per doz. sets 
in case lots. Steel, bit-keyed front 
door sets, $1.55 per set. Wrought 


brass, bit-keyed front door sets, $2.60 
per set. Cylinder, front door sets, 
$6.00 per set. 


COAL HODS.—Sales are showing full 
normal activity for the early shipping 
dates. Present prices are expected to 
hold. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Galvanized, 16 in., open, $4 doz.; 
17 in., $4.30 doz.; 18 in., $4.70 doz.: 
Japanned, open, 16 in., $2.95 doz.; 
17 in., $3.25 doz.; 18 in., $3.65 doz.: 
Galvanized, funnel, 17 in., $5.35 doz.;: 
18 in., $5.80 doz.; Japanned, funnel, 
17 in., $4.10 doz. 


CARPET SWEEPERS.—Demard con- 
tinues upward throughout the range of 
standard makes. No price changes. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Bissel’s Standard, $36.00 doz.: Uni- 
versal Japanned, $42.00 doz.; Univer- 
sal Nickeled, $46.00 doz.: Grand 
Rapids, Japanned and colors, $44.00 
doz.; Grand Rapids, Nickeled, $48.00 
doz.; American Queen, $54.00; Parlor 
Queen; $56.00. 


CHAIN.—Fall chain business is start- 
ing with a vigorous demand. Volume is 
better than a year ago. Halter chain, 
cow ties, coil chain and log chain are 
selling freely. Prices firm. 


|COPPER RIVETS 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

%4-in. Proof coil chain, $11.00 cwt., 
base; trade-marked coil chains, 40-10 
per cent list. 


AND BURRS.— 


Sales are developing an attractive vol- 


| ume. 











Factories intimate they may be 
forced to advance prices. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Copper rivets and burrs, 
per cent discount. 


30 and 5 


ELECTRICAL GOODS AND RADIO 
EQUIPMENT.—Alert retail merchants 
are planning their activities in this line 
for the holiday season. Last year it 
was observed that those who planned 
and stocked eariy received the benefit 
of considerable pre-holiday trade. Wir- 
ing material shows a stiff market. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Electrical Merchandise. — No. 
rubber covered wire, $6.50 per 1000 
ft.; in less than 1000 ft. lots, $6.75; 
No. 18 lamp cords, $11.25 per 1000 ft.; 
in 1000 ft. lots, $10.50; %-in. brush 
brass key socket, 13c. each; lots of 25, 
12%c. each; two-way plugs, 45c. 
each; in lots of 10, 40c. each; two 
piece attac hment plugs, ze each; dry 
cells, boxes of 55, 32% each; less 
than case lots, 36c. atk. 
Electrical Appliances.—Irons, Hot 
Point, $4.20; in lots of six, $3.90; 
Sunbeam, $5; in lots of six, $4.75; 
Percolator, Universal, 9169, $16.65 
Electric Fans.—6 in, Polar Cub, 
$2.75 each, lots of 12, $2.65; 8 in. 
Polar Cub, $3.20 each, lots of 12, 
$3.05; 10-in. Oscillating Cub, $7.00 
each, lots of 12, $6.65; 8-in. North- 
wind, $4.55 each, lots of 10, $4.39; 
10-in, Oscillating Northwind, $10.50 
each, lots of 10, $10.13. 
Radio Supplies.—Radio B batteries, 
D 779 Ey, $1.49 each; case lots of 5, 
770, $3 each; packages of 
Yo. 771, $2.06 ez ach: packages 
of 5, $1. 92; No. ‘486, $3.20 each; pack- 
ages of 5, $2.97; No. 485, Layerbilt 
battery, less than standard packages, 


14 


$2.22 each; in original standard pack- 
ages, $2.06 each. 

Radio Tubes.—UX-201A, 75c.; UX- 
199, $1.20; UX-227, $1.50; UG-171A, 
$1.35; UX-250, $6.60 each; UX-245, 
$2.10 each; UX-224, $2.40 each. 


FLINT PAPER.—Since Labor Day the 
demand has been on the ircrease. No 


| price changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

9 x 11 sheets, in bundles, No. 9, 
$4.05 per ream; same No. 1, $4.85 per 
ream; 8% x. 10% sheets, in bundles, 
No. 0, $3.65 per ream; same, No, 1, 
$4.40 per ream; 9 x 11 Sheets, in 
boxes, No. 0, 100 sheets per box, 84e. 
ae ee sheets, in boxes, No. 1, 75 
sheets per box, 7Té6c. 8% x 10% 
sheets, No. 0, 100 sheets per box, 76c.; 
8% x 10% sheets, No. 1, 75 sheets 
per box, 67c. 


| FISHING TACKLE.—September sales 
indicate no lagging of interest in this 


line. Volume continues attractive. 


| Prices are steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Bronson Level Winding Reels, $1.50 
each; Meisselbach Level Winding 
Reels, $3.00 each; Heddon Chief 
Dowagiac Reel C4CD, $7.00 each; 
Heddon Golden Rod, $13.25 each; 
South Bend Plunk-Oreno, $8.00 doz.; 
South Bend Crippled Minnow, $6.80 
doz.; South Bend Teaz-Oreno, $5.00 
doz.; South Bend Whirl-Oreno, Dis- 
played on card, $2.00 card; Creek 
Chub Pike Minnow Assortment, $1.00 
asst.; Creek Chub Lucky Mouse As- 
sortment, $4.00 asst.; Creek Chub 
Injured Minnow Assortment, 2.00 
asst. 
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¥ J = i 5 a | nail hammers, $12 doz.: 16 oz. ma- | $2.10 per square; medium grade ta‘e 
FRUIT PRESSES.— Volume is respond chinists’ hammers, first quality, $9.20 surfaced, $1.43 per square; light 
ing to the advent of the fall fruit sea- | doz.; competitive grade, 16 oz. nail grade tale surfaced, $1.00 per square; 


No_ price changes. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO 
4 qt. tinned cylinder, $3. 25 each; 6 


son. 


qt., $4.00 each; 12 qt., $6.00 each; 
fruit 8 wood tubs, No. 0, $3.90; 
No. 1, No. os $9.75; No. 3, 


$15.00; * da y $24.50 
GLASS AND PUTTY.—Since the open- 


ing of the month demand has registered | 


more activity. Prices are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Single strength A, all brackets, 85 
per cent discount, single strength B, 
all brackets, 87 per cent discount: 
double strength A, all brackets, 85 
per cent discount, double strength B, 
all brackets, 87 per cent discount; 
putty, pure grade, $3.90 per 100 Ilbs.; 
commercial, $3.15 per 100 Ibs. 


GRAIN SCOOPS.—Despite the doubt 
about the outcome of the corn crop, the 
call for scoops is still insistent. Prices 
steady. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
No. 8, $14 per doz.; No. 10, 
per doz.; No. 12, $16 per doz.; 
14, $17 per doz. 


GOLF GOODS.—Much more interest is 
shown in this line now than a year ago, 
although the demand then was consid- 
ered good. The call is for quality mer- 
chandise. No price changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Hillerich & Bradley Matched Wood 
Clubs, No. 3A, $30.00 set; Grand Slam 
Irons, chromium heads, $4.00 each: 
Lo-Skore Wood Clubs, rustless shafts, 
$3.65 each; Lo-Skore Irons, hickory 
shafts, $2.35 each; Competition Clubs, 
nickel plated heads, aluminum cap 
grip, $1.35 each; Community Clubs, 
Woods and Irons, 80c. each: Craw- 
ford-McGregor Uni-Sets, McGregor 
Duralite Matched Irons (6 in set), 
$36.00 set; Silver King Golf Balls, 
$7.50 doz.; Royal Golf Balls, $6.50 doz. 


HAMMERS AND HATCHETS..—Gen- 
eral activity in fall building is doing 
much to improve the trade in tools. 
Hammer volume continues rather heavy. 


$15 


No. 


The demand for shop tools is good. | 


Prices firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Hammers.—First quality, 


10 oz. 


hammers, $6 to $8 doz. 


Hatchets.—First quality hatchets, 

H No. 2 shingling, $12.50 doz.; first 

| quality hatchets, No. 2 broad, $16.40 

| doz.; medium quality hatchets, No. 2 

| shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


creased fall demand is promising, though 
|current volume is not heavy. Some con- 
cessions are reported for quantity buy- 
|ers on southern and eastern mill ship- 
ments. No general price changes. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
L.c.l. quantities common wire and 


cement coated nails, small orders out 
of Chicago stock, $3.20 per keg base. 


Mill shipment price is $38.05, base. 
Carload (36,000 lb.) base for mill 
shipment, still lower. Steel cut nails, 
$4 base. 


No. 9 black annealed wire, $3.20 per 
100 lb.; No. 9 galvanized, plain wire, 
$3.75 per 100 Ilb.; catch weight spool 
galvanized cattle or hog wire, $3.80 
per 100 Ib.; polished fence staples, 
$3.55 per 100 Ib. 


PAINTS AND OILS.— Business is 
elias quiet. No price changes have 
been made since Aug. 10. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Linseed Oil, Raw.—Barrel lots, $1.12 
per gal.; 5 barrel lots, $1.09 per gal. 

Linseed Oil, Boiled.—Barrel lots, 
$1.15 per gal.; 5 barrel lots, $1.12 per 
gal. 

Denatured Alcohol. — Barrel 
63c. per gal.; steel drums, extra, 
returnable. 

Turpentine.—Drum lots, 
gal., net. 

White Lead.—100 lb. kegs, $13.50 

; 50 lb. kegs, $13.75 cwt.; 25 Ib. 
$13.75 cwt.; 12% lb. kegs, $14 


A (4 Ib. cuts).—White, $2.58 
per gal. in barrel lots; orange, $2.26 
per gal. in barrel lots. 

English Venetian Red.—lIn barrels, 
54%4c. per lb.; in 100-lb. lots, 6%4c. 
per lb. 

‘. Dry Paste.—Barrel lots, per 

3 


PREPARED ROOFING.—Sales are un- 
| usually active, with a large fall volume 
| ahead. Prices unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


| Best grade, selected surfaded, pre- 
| pared roofing, $2.16 per square; me- 
| 
‘ 


lots, 
$6, 


7lic. per 





Tie. 


dium grade, slate surfaced, $1.99 
per square; best grade, tale surfaced, 





NEW YO 


NAILS, WIRE AND STAPLES.—In- | 


red rosin sheathing, $50 per ton. 


| PYREX WARE.—Movement continues 
| fair. Cooler weather has not yet stim- 
| ulated demand to ary considerable de- 
| gree. Prices steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. io eae 4 
12 


| 

Round casseroles, 1 qt., per 
doz.; 1% qt., $14 per doz.; 2 qt., $16 
per doz.; Oval casseroles, same 
prices as round, 8-in. pie plates, $3 
per doz.; 9-in. pie plates, $7.20 per 
doz.; small utility dishes, $8 per 

| doz.; large utility dishes, $14 per 

doz. 

| 


ROPE.—Prices continue as during the 
summer. Trade is quiet. 


} JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 
Best manila, standard brands, base, 


| 22c. per 1lb.; No. 2 manila, 20c. per 
Ib.; finest sisal, 15c. per Ib.; No. 2 
sisal, 14144c. per lb. 


SASH CORD.—Business is satisfactory 
|in this line. Prices continue steady. 
| JOBBERS'’ a cian TO RE- 
TAILERS, F.O.B. CHICA 
Standard grade, No. . 
doz.; No. 8, $9 per doz.; 
grades, No. 7, $7.45 per 
$8.55 per doz. 


SASH WEIGHTS.—Sales are still bet- 


ter than normal. Prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO 


Ideal (full weight), less than car- 


et. 94 per 
competitive 
doz.; No. 8, 


load lots, $36 per ton. Carload lots, 
$33 per ton. 
SCREWS. — This item is showing up 
fairly well in retail specifications. 





Prices continue steady. 


| JOBBERS! QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAG 

| Flat bright screws, 45 a cent; 
| round head, blued, 40 per cent; flat 
| head, brass, 37% per cent: round 
| head, brass, 32% per cent. Larger 
orders 10 per cent less. 


| STEEL SHEETS, FLAT OR CORRU- 
GATED.—Most cf the large mills are 
| busy. They are several weeks behind 
on orders. Prices seem steadier than 
during most of the summer. 


| JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
24-gage, galvanized sheets, 
per 100 cg 24-gage black 
$4.05 per 100 Ib. 


$4.90 
sheets, 


Staples and future orders satisfactory. 


Prices remain f 


NEw YoRK, Sept. 17.—With the exception of an unsatisfactory 
collection situation all important factors of the local market are 


very encouraging. The demand 


future goods is very satisfactory. 


for staple merchandise and for 
Although individual orders are 


running somewhat light, the aggregate total of business booked since 
the first of the month is considerably better than business for the 


same period of last year. 


The early interest shown for strictly fall 


merchandise was particularly good. Some attention is being given 


to Christmas holiday goods. 


Employment conditions are fairly good and with vacations com- 


pleted the Metropolitan hardware 


and housefurnishings market has 


resumed a business-like interest in business matters. 


Prices are unusually firm with 
price revision in the near future. 


few indications of any important 


Reading matter continued on page 56 


irm with no changes seen. 


| ASH SIFTERS.—Sales show slight in- 
crease, with prices the same. Local 
stocks are in good condition and prices 
will likely remain unchanged through- 
| out the season. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


| Rotary galvanized ash sifters, $2.00 
| each, 

In lots of 12 or more, $22.50 per 
dozen. 


| BOLTS AND NUTS.—Normal sale, 
| with prices the same. Stocks are ample. 
JOBBERS’ er aes TO RE- 
TAILERS, F.O NEW YORK: 
Carriage ckee ‘and lag screws, % 
by 6 and smaller, 60 per cent off list. 
Larger, 50 and 10 per cent off list. 
Stove bolts, 80 per cent off list. 
Machine bolts, % by 6 and smaller, 
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MELA ALL 


Rapid Delivery and 
Quick Turnover 


We believe this photograph of Remington 
Cutlery being delivered by aeroplane repre- 
sents the first such delivery made to a retail 
dealer in the United States. The dealer is 
the T. S. Hassel Co. of Clifton, Tenn., and 
Mr. Tom Frank Hassel is shown in the middle 
of the group holding a Remington No. 236 
Showcase Assortment of pocket knives. 


The age of speed is upon us. Air mail be- 
comes a habit. The transportation of mer- 
chandise through the air is rapidly increas- 
ing. And why not? When a merchant runs 
out of goods for which there is a steady 
demand, he loses money every day until he 
can get them. The quicker he can get them, 
the more profit he will make. 


Remington Show- 
case Assortment 


No. 236 









The Remington Showcase Assortment No. 
236 is in this class of goods. These knives 
in this display case move so fast that they 
deserve to be moved to the point of sale by 
air. Any retail dealer who hasn’t this assort- 
ment on his counter had better investigate 
the proposition. These nationally adver- 
tised knives in this attractive display are mak- 
ing money for hundreds ‘of dealers. Why 
not get in on it? Your jobber can give you 
full details and make prompt deliveries with- 
out an aeroplane. Don’t submit to substitu- 


tions. af Miaimitle 


President 


REMINGTON ARMS COMPANY, Ine. 


The Originators of Kleanbore Ammunition 


25 Broadway, New York City 


Telephone, Bowling Green 3392 


Manufacturers of Arms, Ammunition, Cutlery, and Cash Registers 
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60 per cent off list; larger to 1 by 30, 
50 and 10 per cent off list; 14% to 1% 
in. diameter, 30 and 10 per cent off 
list 


Stepbolts, 50 per cent off list. 


BRIDGE FURNITURE.—A compara- 
tively new line for the local hardware 
trade. Though it is somewhat prema- 
ture to make much comment on this 
line, early interest encourages the be- 
lief that there will be a good business 
on this attractive merchandise. Prices 
are representative of local offerings. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Bridge tables, Trump, mahogany, 
green and red, $1.40 each. Queen 
De Luxe, red and green, $2.80 each: 


Queen Supreme, mahogany, green and 


red, $4.00 each, 


Bridge chairs, packed in cartons 
of four and sold only in that quantity. 
No. 10, mahogany, green and red, 


$1.75 per chair; No. 30, red and green, 
$2.65 per chair; No. 40, mahogany, 
green and red $4.50 per chair. 


BUTTS.—Steady demand, with prices 
firm in this market. Stocks are ade- 


quate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Steel butts, 3 by 3 and 3% by 3%, 
18 cents per pair for less than case 
lots; in case lots, 16 cents per pair: 
4 by 4, 24% cents per pair in less 
than case lots, and 28 cents per pair 
in case lots. 


CHRISTMAS TREE HOLDERS.— 
Though somewhat early, the demand to 
date for future shipments has been en- 
tirely satisfactory. Prices are not ex- 
pected to change during the season. 





JOBBERS’ Seer arene og RE- 
TAILERS, F.O.B. NE YORK 

Propp sets, No. 842, afte No. 830, 
$1.16; No. 83, $1.43; No. 73, $2.15; No. 
72, $2.43; No. 3020, $1.73; No. 3000, 
$1.48; No. 306, 87c.; No. 305, 87c., and 
No. 310, $1.88. Prices are each and 
net. 

Noma outfits, No. 3500, $3.94; No. 
116, $4.54, and No. 1600, $3.00. Prices 
are each and net. 

Christmas tree lamps, No Tay 
Mazda assortment (100 in set), $6.90; 
No. 78, Mazda lamps, 10 in a box, in 
following colors, red, blue, green, 
orange, opal. pink, yellow and purple, 

10 to 100, $7.10 per 100; 100 or more, 
$6.90 per 100. 
CLOCKS. — Demand continues very 
good. Prices are steady and are not 


likely to change. Stocks are in good 
condition. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Alarm clocks: America, $1.05; 
America, luminous, $1.58; Sleep- 
Meter, $1.40; Sleep-Meter, luminous, 


$2.10; er ——> $1.76; Ben Hur, lumi- 
nous, $2.4 ne. Ben, $2.29; Big Ben, 
ae gy $3.1 Big Ben De Luxe 
$2.64; Big Ben De Luxe, luminous, 
$3.52; Baby Ben, $2.29; Baby Ben, 
luminous, $3.16; Baby Ben De Luxe 
(any finish), $2.64; Baby Ben De 
Luxe, luminous, $3.52; Tiny Tim (any 
finish), $1.50. Prices are each and 
net. 

Auto clocks, plain dial, $1.50 each; 
luminous dial, $2.10 each. 
Watches, Pocket Ben, $1.05 
luminous, $1.58 each. 

Extras, on alarm clocks in lots of 
two dozen, 2% per cent; on lots of 
six dozen or more, 5 per cent. 


FIREPLACE FURNITURE.—Demand 
shows some improvement, with prices 
the same. Stocks are in good condi- 
tion. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Andirons, black finish, $2.50 to $6 
sper pair; black-brass balls, $7.50 to 
$9.75 per pair. Flemish, $5.50 to 
$11.55 per pair; Swedish, $5.75 to $7 


each; 


per pair; Burnt antique, brass, $6.25 
to $12 per pair. 

Fire sets, black finish, $4.85 to 4 
per set; black-brass balls, $6.7 
Flemish, $7.65 to $9 per set; aint 
antique, brass, $7.65 to $9 per set; 
Swedish, $7.75 per set. 


Grate baskets, black finish, $5.75 to 
$6 each; Flemish, $8.65 to $10 each. 

Spark guard, black finish, $4.15 
each. 

Fire screens, black finish, $5.65 


each; Swedish, $8.65 each, and Burnt 

antique, brass, $8.65 each. 
FRUIT PRESSES.—As announced last 
week the lateness of the grape crop is 
retarding the normal movement -of 
presses at this time. The grapes are 
expected about Oct. 1. Local wholesale 
stocks are fair. Prices are not ex- 
pected to change. It is likely that there 
will be a heavy and hectic late demand 
for this line. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Fruit crusher, galvanized steel hop- 


per, aluminum frame and_ with 
double roller, $10.00 each: same with 
fly wheel instead of crank, $11.25 
each. 

Fruit press, cast ‘iron base and 
plunger, 3 qt. capacity, $3.60; 6 qt. 
capacity, $4.50 each. 

| Fruit presses, hardwood frame, oak 
| tubs, etc., No. 0, plain tub, $6.00 


each; with hinged tub, 
$18, according to size. 
GARAGE SETS.—Normal sale, with 
prices steady. Stocks are adequate. 
JOBBERS’ QUOTATIONS TO RE- 


from $7.50 to 


TAILERS, F.O.B. NEW YORK: 

Garage sets, $2.40 per set; for six 
or more, $2.10 per set. Garage door 
holders, $1.75 per pair; for six or 
more, $1.60 per set. 

ICE SKATES.—Futures are fairly 


good. Prices are not expected to 
change during the season. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 





Union ice skates, hockey outfits, 
men’s, No. 90, $5.25; No. 290, $6.00; 
ladies’, No. 90L, $5. 3b, and No. 290L, 
$6.00. 

Racing outfits, men’s, No. 95, $5.25, 
and No. 925, $6.00; ladies’, No. 95L, 
$5.25, and No. 295L, $6.00. 

Club outfits, men’s, No. 212, $3.75 

| and ladies’, No. 213, $3.75. 
| Professional hockey outfits, men’s, 
No. 390, $6.65 
These prices are Net Per Pair. 


Men’s shoe sizes in 
4 to 11, and ladies’ 
cases are 3 to 9. 


JUVENILE VEHICLES.—Very active 


all cases are from 
shoe sizes in all 


eral weeks. 
market. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Child’s garden sets with 18 in. 
handles. Set No. 1, 10c. each: No. 6, 
17c. each, and No. 9, 30c. each. 

Arcade toy lawn mower, No. 564, 
55c. each. In lots of 12 or more, 50c. 
each; No. 565, 85c. each; in lots of 
12 or more, 75c. each. 

Bissel’s toy carpet sweepers, Lit- 
tle Helper, 16%c. each: Little Gem, 
31%c. each; Little Jewel, 8314c. each; 
and Bissel Junior, $1.33% each. 
Velocipedes, sia, 840, $5.95; No. 841, 


6.55; No. , $6.90, and No. 843, 
8.15 each; ONS. 850, $7.50; No. 851, 
7.80; No. 852, $8.15; No. 853, $9.70. 


Sidewalk cycles, No. 900, $9. 40; No 
910, $10.65 each; No. 922, $17.50," and 
No. 932, $17.50 each. 

Coaster wagons, No. 750, $1.80 each; 
No. 751, $2.25, and No. 761, $3.25 each. 
Doll carriages, No. 200, $1.60; No. 

» $3.35; No. 222, $3.90, and No. 232, 
$6.50. Prices are each and net. 


Doll coaches, No. 262, $3.65: No. 
266, $6.25, and No. 270, $10.95. Prices 


are each and net. 


LADDERS.—Fairly active at the pres- 
ent time. Prices are firm. 





| 
| 
| 
| 
| 
| 
| 





} 


Reading matter continued on page 58 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK 

Spruce ladders, 3 to 10 feet, etand- 
ard grade 25 cents per foot. Com- 
petitive grade 23 cents per foot. 


LAMPCORD.—Continues steady, with 
prices the same. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Lamp cord, prices are per 1000 ft.; 
18 ga. 1/32 silk coveered lamp card, 
brushed brass, white, maroon, old 
gold, green and brown, 500 ft. on a 
spool, $12.40; 18 ga. 1/64 silk covered 
lamp cord, maroon, old gold, 500 
brass, white, green and brown, 500 
ft. on a spool, $9.50; silk covered 
twisted lamp cord, white only, 250 ft. 
on a spool, $13; 18 in. 1/64 cotton 
covered lamp cord, maroon, white 
and dark brown, 500 ft. on a spool, 
$8.30; 18 ga. 1/32 cotton covered lamp 
cord, green, white, maroon, oak tan 
and dark brown, 500 ft. on a spool, 
$10.75; 18 ga. 1/64 cotton single con- 
ductor wire, white, brown, oak tan, 
white with marker, brown’ with 
marker, and oak tan with marker, 
500 ft. on a spool, $4.25; 18 ga. 4/32 
cotton twisted lamp cord; green and 
yellow, 250 ft. on a spool, $12.50; 18 
ga. black cotton, reinforced cord, 250 


ft. on a spool, $16.50; 18 ga. cotton 
covered heater cord, 250 ft. on a 
spool, $16.50. 


NAILS.—Moderate demand, with price 
fairly steady. Stocks appear ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Wire nails, Standard New York 
Stock extras apply to the following 
base prices in the localities indicated. 
Base price for New York City. 
Brooklyn, Queens, New Jersey and 
Staten Island is $3.45 per keg. in lots 
of 10 kegs or more, $3.35. In West- 
chester County, $3.55 per keg, and in 
lots of 10 kegs or more, $3.45 per 
keg. In Nassau and Suffolk Coun- 
ties, $3.60 per keg, and for lots of 10 
kegs or more, $3.50 per keg. 


PRESERVING EQUIPMENT. — De- 
mand is fairly good. Prices are the 
same, 


JOBBERS’ ng Nap i gee J TO RE- 
TAILERS, F.0.B. NEW YORK: 


Mason jar caps, $3.00 yan gross. 
Mason jar rubbers, 75 cents per 
gross, and in full case lots of 12 


gross, $8.40 per case. 


Crown bottle caps, in one gross 
packages, 1644 cents per gross, and 
in bulk lots of 50 gross, 151%4 cents 
per gross. 

Everedy bottle capper, 70 cents 
each. 

Everedy jelly bag and stand, 50 
cents each. 

Universal Aladdin preserving sea- 


son set, $1.95 per set. 


and has been in good demand for sev- | RADIATOR SHIELDS.—Steady sale, 
Prices are uniform in this | though not heavy, is reported. 
Local stocks appear adequate. | are as shown. 


Prices 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Gem Adjustable Radiator Shields 


with Water Pan Humidifier 
Gold Br. Walnut 
Aluminum Mahogany Ivory 
: Each Eac Hach 
No. 1W - $3.50 $4.20 $3.85 
No. 1AW .. 3.85 4.55 4.20 
No. 2W 3.85 4.55 4.20 
No. 3W 4.20 4.90 4.55 
No. 4W 4.20 5.25 4.90 
No. 5W 4.55 5.60 5.25 
No. 6W 4.90 6.30 5.60 
No. 6BW 4.90 6.30 5.60 
No. TW 5.25 6.65 5.95 
No. 8W 5.60 7.00 6.30 


ROLLER SKATES.—Steady demand 
continues. In the past ten days there 
was in some parts of the city a spurt 
of heavy selling, which did not con- 
tinue. Prices areas shown. Stocks are 
adequate. 


JOBBERS’ QUOTATIONS TO RE.- 

TAILERS, F.O.B. NEW YORK: 
Roller skates, Union line, extension 

web heel and toe straps, plain steel 
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utilizes idle fleor space 


Several small rooms quickly converted into 


one large assembly hall 





R-W Compound Key Veneered 
Doors have laminated stile and 
rail core construction. Extra 
heavy sawed veneer is applied 
by the exclusive tongue and 
groove method. The result is a 
combination of beauty and 
sturdiness that lasts for decades, 
free from warping, swelling, 
shrinking, etc. 





3 
a 
( 


Bottom roller for 

FoldeR-Way 

doors, beautiful 

brass finish or dull 
black. 


Additional space for extra large 
gatherings is a frequent and 
urgent need in churches, com- 
munity centers, auditoriums, 
lodge halls and clubs. But the 
cost of idle floor space prevents re- 
serving a room exclusively for such 
occasions. Several smaller rooms 
must be thrown into a single large 
assembly hall. 

This problem is adequately met 


y R-W FoldeR-Way partition 


‘A Hanger forany Door that Slides 


- AURORA, ILLINOIS, U.S.A. 





New York . 


door equipment, engineered to 
fill any and all requirements. 
Rapid, noiseless operation of the 
doors was an essential feature 
specified by the architect ef the 
Denver Y.W.C.A. FoldeR-Way 
filled the bill with complete satis- 
faction, as illustrated. Perfect 
alignment and smooth, silent, 
easy moving, trouble-free opera- 
tion are assured by FoldeR-Way. 
Write for R-W Catalog No. 43. 


6 


Chicago 
St. Louis New Orleans Des Moines 





Boston Philadelphia 


Minneapolis Kansas Ge Sines Los Angeles San Francisco Omaha_ Seattle Detroit 


Montreal 


+ RICHARDS-WILCOX CANADIAN CO., LTD., LONDON, ONT. - 


Winnipeg 
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rolls, 72c. per pair; same with toe round head, iron, nickel plated, 271%4- Victor game traps, No. 0, $1.20; 

clamps and web heel, 78c. per pair: 10-10; flat head, galvanized, 20-10-10; No. 1, $1.50; No. 1%, $2. tL I and No. 2, 

same for boys with self-contained flat head, brass, 3244-10-10; round $3.70. Prices are NET DOZEN. 

ball, bearing wheels, $1.42 per pair; head, brass, 2714 - 10-10. These dis- Victor jump traps, No 0, ar 75; No. 

for girls, $1.62 per pair. counts apply to new standard screw 1, $2.00; No. 1%, $3.05, and No. 2, 
Roller skates accessories: Keys, lists. $4.80. Prices are NET PER DOZEN. 

2%c. each; skate wheels, with self- Machine screws, flat and round 


contained ball bearings, 10c. each; 
ball bearings, 15c. per 100; axles, 3c. 
each; cotter pins, 15c, per 100; axle 
nuts, $1 per 100; axle nut washers, 
60c. per 100; adjustment binding bolt, 


Iron, 60-71% 





head, brass, 60 per cent discount. 
per cent discount. 


SLEDS.—Among the features, sleds are | 


| VENTILATORS.—Continue very active 
at prices shown. Stocks appear ample. 


JOBBERS’ Oe Lae TO RE- 
TAILERS, F.O.B EW YORK: 





ga oo ae ee ee eee receiving a fair amount of attention. | Continental euainiie. De-Felkt- 
: Chieftain line, No. 400, for either Prices are not expected to change dur- zr g2'80; No. 88, $400, yo Ay _ ot 
»0yS or girls, self-contained ball ; omi j 
bearings, $1.45 per pair; Redskin line, ing the coming active season. $4.00. These prices are NET PER 
for boys or girls, 85c. per pair. JOBBERS’ QUOTATIONS TO RE- bozo. A : 
Chicago line, No. 181, $2.65; No, 183, TAILERS, F.0.B. NEW YORK: Oe ages Br to “—— Ven ita tors. 
a Pong ones 1 ak No, 101, $1.33; Flexible Flyers, No. 1, $2.50; No: 2, 937, $2. 35; — 949, $4.00; No. 959, 
Nos. 103 and 105, $1.38 per pair. |/  $3.16%; No. 3, $4.00; No. 4, $4.83%: $4. 65; No. 1537, $3.65, and No. 1549, 
No. 5, $5.8314. Jr. Racer, $3.50, and $5. These prices are NET PER 
ROOFING.—Normal business reported, | —— vy Mee 6 tee he bozion. ites a 
with prices holding well. | $1.58%; Noo 11, 1Ti; No. i2, 31.9335, tilatore, No, 833, $2.65; No. 837, $3.00; 
, an cer, J 4 
roe cae ee ae” Allen sled backs, No. 1, $1.00 each. N45, 84°65; No. 1437 ete No. 
Perfection adjustable sled back, 1445, $6.00. These prices are NET 
Roofing, Certain-Teed, 1 ply, $1.21; No. 10, $1.06 each. PER DOZ 
g Ay RH, IA ae Diamond E ventilators, No. 01, 
ajor Slate Surfaced Roofing, Red, i: . 
$1.93; Blue-black, $1.93, and Green, | TIRES AND TUBES.—Fair demand, tei No. 02 9 oS B55; NO 
.93 per -roll. . * 4 ; NI 
Corporal Tale Surfaced Roofing, | with prices as shown. 4, $189; No. 5, $8.40. Prices are NET 
1 ply, 94 cents; 2 ply, $1.17, and 3 ply, | JOBBERS’ QUOTATIONS TO RE- Diamond E ventilators, bathroom 
$1.39 per roll A TAILERS, F.0.B. NEW YORK: size, No. 01B, $3.60; No. 1B, $4.41. 
(Gaara Roofing, 1 ply, mayen 2 ply, Mansfield tires, 4 ply, balloon type, Prices are NET PER DOZEN. 
$ red — 7 ply, Bh 16 ol eng Roof 29 x 4.40, $7.40; tubes, $1.50; 30 x 4.50, | Liberty all steel louver ventilators, 
: 9 ott oe Pinay A gee $8.25; tubes, $1.60; 29 x 4.75, $9.55; | No. 33L, $4.50, and No. 37L, $5.00. 
ing, Bed, $2.11; Bine- lack, $2.11, and tubes, $1.70; 29 x 5.00, $9.90; tubes, Prices are NET PER DOZEN. 
~~ $2. f ° gg ew ba Ae $1.75; 30 x 5.00, $10.20; tubes, $1.80: Wurldsbest window ventilators, No. 
Slater's felt, 87 cents per roll. 31 x 5.00, $10.65; tubes, $1.85; 32 x | 2, $1.75; No. 3, $2.00; No. “a $2.50; 
5.00, $11.75; tubes, $1.90; 28 x 5.25, | No. 5A, $3.00; No. 6A, $4.00; No. 6B, 
SASH CORD.—Steady sales and firm) $11.10; tubes, $1.85; 30 x 5.25, $11.90; $4.50, and No. 6C, $5.00, These prices 
* a. tubes, $2.00; 31 x 5.25, $12.35; tubes, are LIST EACH and subject to a 
prices reporte $2.05; 29 x 5.50, $12.65; tubes, $2.25. | dealer’s discount of 33% per cent. 
| 


Same, 6 ply, 31 x 5.25, $14.70; tubes, 


JOBBERS’ QUOTATIONS TO RE- ba 3 | Ls ‘ 
TAILERS, F.0.B. NEW YORK: td fa stank: a tubes. as WEATHERSTRIP.—Fairly active sale. 
_Sash cord, Samson Spot, No. 7, 66c.: | 6.00, $16.65; tubes, $2.30; 32 x 6.00 Prices are steady. 

No. 8, 65c. ; Aetna, No. ane 3lc. Sieg | $16.96; tubes, $2.40; 33 x 6.00, $17. SS: JOBBERS’ QUOTATIONS TO RE- 
Ib.; No. 8, 30ce. per Ib. Phoenix, No. tubes, $2.5 TAILERS, F.0.B. NEW YORK: 

7, 45c. per Ib.; No. 8, 44c. per Ib. Tire display alae ae tes | Weatherstrip Home Comfort, ma- 

‘ | Prices in all instances are each. roon or white, $30 per thousand feet; 

SCREWS. — Normal demand, with | competitive grade, maroon, $16.50 per 

prices the same. TRAPS, GAME.—Interest somewhat | os = and white, $18 per 

JOBBERS’ QUOTATIONS TO RE- better. Prices are firm. Felt weatherstrip, 60 cents per 

: carton. Wool weatherstrip, No. 25. 


TAILERS, F.O.B. NEW YORK: 
Wood screws, flat head, bright iron, 
40-10-10; round head, blue, 40-10-10: 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: y 


80 cents per carton, and No. 75, $2.00 
per carton. 


Sell Quality Merchandise 


By M. O. Loftus, Crosby, N. D.* 


OW-A-DAYS the majority of the buying public 
are seeking low-priced merchandise. In their 
search for inexpensive articles they grab up in- 

ferior grades of goods. They consider it a saving to 
make the dollar buy as many things as possible regard- 
less of quality; so it is up to the dealer to show them 
that the buying of good grades of merchandise is to 
their advantage in the long run. 

Quality goods’ should be openly displayed in a manner 
that will attract the atttention of customers. Often while 
waiting a moment or two for service they examine and 


become interested in goods which have been conveniently, 


placed for their inspection. Very frequently this leads to 
sales. They may even buy without further effort on the 
part of the salesman. 

Display tables should be well decorated. Goods should 
always be arranged in a neat, orderly manner. This is 
absolutely necessary to show up the fineness of mer- 
chandise. 

In the first place the salesman must have absolute con- 
fidence in what he has to sell. If he is convinced of a 


“better buy,” despite the higher cost, and speaks to his 


customer in a matter-of-fact tone, without a trace of 
apology, he can generally sell. On the other hand, if he 
quotes the price in a way that sounds as if he himself 
thinks it too high, there is not much chance of his mak- 
ing a sale. 

In our “sales talk” we can effectively refer to promin- 
ent customers who are using the quality goods we sell. 
This often is a great help, and an easy way to make a’ 
Thousands of things are bought because “Mr. So 
and So” has one. Satisfied users of quality goods will 
always recommend “the better merchandise,” but they 
do not care to have their names associated with poor 
goods. 

In selling quality merchandise we should urge custom- 
ers to not only think about the first cost of things, but 
to figure how little an article costs by the week or by the 
year. This generally leads them to realize the satisfac- 
tion to be gained by buying “the better grade.” 

When we sell quality merchandise we are protecting 
our permanency in business, and at the same time doing 
the public a great service. 


sale. 


* Address before fecent “North Dakota Convention. 
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You ll Want To Sell 


This More Distinctive 
HACK SAW BLADE 


Longer Remembered 
~ Easier Recognized ~ 


THE BLADE WITH 
THERED END 
I's A SIMONDS 


The new RED STREAK blade cannot be con- 
fused with any other Hack Saw Blade on the 
market, either from the standpoint of quality 
or sales possibilities. The RED STREAK blade 
is absolutely new, yet it already has met with 
a decided success. Mechanics are demanding 
it because it meets their requirements as no 
other blade ever has. The RED STREAK has 
everything that goes to make a dominant hack 
saw blade. Backed with extensive advertising 
in the field that will help the hardware trade, 
it should appeal to every dealer. Made for 
hand and power use. 













Your jobber can telf you about this blade. 


ASK HIM. 











Simonds Saw and Steel Co. 
Fitchburg, Mass. Established 1832 


8 Factories 16 Branches 


SIMONDS 


\4 


HACK SAW BLADES 
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A “BOOT” GOES TO SEA . 


(Continued from page 36) 


opinion were more numerous, since Mr. b’s concern 
comes pretty nearly being a big elm in a forest of whole- 
salers. 

Half a dozen buyers chuckled and shook their heads 
when they learned that a certain manufacturer produced 
but one article, and only two models of that article. 
Mr. X, the owner of a wholesale and retail establishment, 
spent an hour elucidating his belief that the manufac- 
turer was rushing rapidly toward ruin because he didn’t 
stick to one model. “Look at Henry Ford,” he said. 
“Look at the millions he’s made by putting out a single 
model.” 

It was futile, as it soon proved, to try to convince 
Mr. X that the manufacturer was less desirous of attain- 
ing Henry Ford’s wealth than he was of_ providing 
craftsmen with a new tool and with new models and 
variations of that tool as rapidly as experience, experi- 
ment, and equipment made this possible. 

While on that particular point, will it be out of order 
for the writer to inquire from readers of HARDWARE 
AcE who are buyers, just what factor they adjudge the 
most important when they consider stocking a new item. 
Price? The price at which the article reaches the ulti- 
mate user, or the price at which it is offered to them? 
The quality of the article? The sales and advertising 
policy of the manufacturer? The present market for 
the article or the probable demand? 

That question, of course, is like asking a magazine 
editor which part of a short story he considers the most 
important, the beginning or the end. And yet from the 
little opportunity the writer has had for observation 
there are differences of opinion among wholesalers on 
the matter. 

Price to the consumer probably was given precedence. 
When any objection was made it was voiced something 
like this, “What? Five dollars for a ...... ? Good 
Lord, man, no mechanic ever pays more than a dollar 
and a half for one of the ordinary kind.” 

Which would indicate that, to some, price takes pre- 
cedence over quality. 


What Is a Wholesaler? 


IF THE writer may offer this somewhat naive re- 
mark, there seems to be a deal more buying wholesalers 
than selling wholesalers. “John Doe Hardware Com- 
pany—Wholesale and Retail” is a familiar letter head. 
“Please quote us your best jobbers price in half dozen 
lots” is an equally familiar request. 

It may appear to the old hand in the hardware game 
that trying to define a wholesaler is as unnecessary yet 
as unsolvable a question as why the hen crosses the road. 
But it is an important question for the manufacturer 
who intends to market his product through regular 
channels on an honest and straight forward basis. He 


cannot but be puzzled when he investigates the machin- 
ery of marketing. 

He decides to sell direct to wholesalers, who in turn 
supply retailers, who sell to the consumer. 


It seems to 


be, on paper, a sound, reasonable plan. A wholesaler, 
he decides, is a concern which has one or more ware- 
houses where stock is carried, which has a corps of 
traveling men calling regularly in a given territory sell- 
ing to retail stores, which issues a catalog, and which 
does not sell’ retail. 

His real problem is to find a wholesaler to fit the 
definition, 

Since the writer, in his younger and more gullible 
days, yielded to the alluring Navy recruiting posters, he 
has suspected all signs, whatever their message and 
wherever seen. And he found no evidence on his recent 
or previous trips among wholesalers east of the Missis- 
sippi which would indicate that the gilded words “Whole- 
sale Only” should be considered literally, any more than 
a restaurant sign “Ladies Served Here.” 

He has watched mechanics and carpenters buy a bill 
of goods or a single tool in establishments thus be-signed. 
And to him buyers have stated definitely that their con- 
cern did nothing but a wholesale business, and within 
five minutes admit that if some manufacturing con- 
cern wrote to them for a bill of- goods, they would fill 
the order, and at a discount. “If we didn’t get the 
business, somebody else would,” is their answer, cer- 
tainly not without its logic. 

The wholesaler, referred to earlier in this article, was 
the only one who stuck to his guns, and insisted that 
neither manufacturer nor individual could buy goods 
from his concern. One out of perhaps two hundred 
wholesalers the writer has called on in a period of less 
than a year. 

It may seem like an unimportant point, but the lack 
of aclear line of demarcation between the wholesaler and 
the retailer must confuse any manufacturer of honest 
intentions who attempts to build a permanent sales 
policy. , It necessitates constant ‘readjustment, and 
numerous and repeated explanations to 90 per cent 
wholesalers who resent 50 per cent wholesalers in the 
same field. 

And if this observer sensed conditions rightly, the 
kindliest of feeling does not exist between all whole- 
salers for that very reason. 

It is obvious that few manufacturers could keep 
their machines in operation if they depended entirely 
upon wholesalers to create a market for them. 

Out in Indiana, a retail dealer entertained this visitor, 
during a brief, mid-day blizzard, by explaining why he 
was not carrying a certain article in stock. ‘The sales- 
man from ,»”’ he said, “calls on me every week. 
Each time he calls he has from one to half a dozen new 
lines they have just taken on. He has only so much 
time to spend on each, and if he doesn’t sell me imme- 
diately he turns to something else. The new item is 
cataloged, it is true, and if I want it later I can get 
it by asking for it, but the chances are the salesman will 
never mention it again. You can’t expect a wholesaler 
to do anything else. His men are out to get orders, 
not to sell.” (Continued on page 68) 
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EVERYTHING NEEDED TO MAKE es 
GOOD SIGNS is included with the = 


STENCILLOR 


All material. Everything right at your 
elbow to work with. Simplified directions. 
Not one thing to confuse you. The STEN- 
CILLOR will make all your window and 
counter signs, streamers and price tickets. 
Send coupon. 


DISPLAY MATERIAL COMPANY 


774 Grand Avenue, St. Paul, Minnesota 


Eastern Agents: Display Material Co., 99 Beekman St., New York, N. Y. 
Canadian Agents: Display Card Co., Ltd., 206 King St., West, Brockville, Ont. 
Central States Agents: Stencillor Sales-Supply Co., 361 W. Ontario St., Chicago, Ill. 











MEE"Attach this coupon to your firm letterh 


Send to your nearest office— 
Yes, we want to know more about this Stencillor. 
Send complete information. 


I oss od cise sa ease BONS oa Ow ae eee ee Oates 


NE ea aau ey Gs saice 5 soe eos miter wi eco: Sia dhe @ Umi ome aS 
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SOLD BY JOBBERS 


Still Time to Get Your Window Display 
for HYGRADE WEEK 


This attractive display will appear 






|s 






rv 














ner 












in windows all over the country the 
week of September 30th to October 
5th — HYGRADE WEEK — and 
will help thousands of dealers to 









greater profits. 
It’s easy for alert Hygrade dealers 







to get this business-stimulating win- 
dow display. They can get it either 
through their jobber, or by writing 
direct to the Hygrade Lamp Com- 
















pany, Salem, Mass. 





HYGRADE_ LAMP CO 





lildonta a EER EERE Eee 


GENERAL OFFICE 
AND FACTORY ‘SALEM Mass 
Licensed under General Electric Company’s I di t Lamp Patents 
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WINDOW DISPLAY CONTEST 
ATTRACTS EXCELLENT PHOTOS 


EVERAL thousand hardware dealers enthusiasti- 

S cally participated in a window display contest con- 

ducted recently by the American Wire Fabrics 
Corp., 41 East 42nd Street, New York City. 

More than one hundred cash prizes were awarded for 
the best window displays featuring the company’s Gold 
Strand display material and screen wire cloth. The first 
prize of $300 was captured by Magnet Hardware and 
Crockery Co., San Pedro, 
Cal., while the second 
award of $150 was given to 
Hugh Saum, Edinburg, Va. 

The judges of this con- 
test, which closed on June 
1, were two prominent hard- 
ware men and a man in no 
way connected with the 
hardware industry. They 
carefully inspected the 
many photographs  sub- 
mitted from dealers in all 
parts of the country. The 
photos were of high quality 
and showed unusual inge- 
nuity and forethought in 
planning. It was essential 
that dealers entering this 
contest, have on hand for 
sale a stock of the sponsor- 
ing company’s screen cloth. 
The display material was 
furnished dealers without 
charge. 

Other leading prize win- 
ners were the Knight & 
Wall Co., Tampa, Fia., 


ema etmaem — 


i} COLD STRAND 





Henry Mohr Hardware Co., Tacoma, Wash.; Haynes 
Hardware Co., Emporia, Kans.; Stovall Hardware Co., 
Chattanooga, Tenn., and Geo. A. Williams & Sons, New 
York, N. Y. 

As in similar contests, the benefit gained by the dealer 
in participating did not end with the cash award. The 
pulling displays that were arranged brought increased 
business to the dealers. 





eg 


wre. 


SCREEN CLOTH ‘ F 


Above: Window Trim of 
\ Gold Strand Wire Screen 
Cloth, Winner of First 
Prize, Arranged by Mag- 
net Hardware & Crockery 
Co., San Pedro, Cal. 


Left: Winner of Second 
Prize, Arranged by Hugh 
Saum, Edinburg, Va. 
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Se YOUR store 
THE HELLER WAY 








Of course you want to 
increase your business, 
everyone does. And per- 
haps you’ve dreamed of 
owning a beautiful up- 
to-date store like The 
Prince Hardware Store 
of Bloomington, Indiana. 
Did you know that by 
installing Heller Equip- 
ment the increase in 
profits resulting will ac- 
tually pay for the fix- 
tures? We'll show you 
how, too—no_ obliga- 
tion. -Just ask for Cata- 
log 74A, stating size of 


i HELLER 


W. C. HELLER & CO. | ' BUSINESS BUILDING 


767 BRYANT ST. 


MONTPELIER, OHIO | STORE EQUIPMENT 


“(Stop in 


We will be glad to help you 
with your sales problems. 











“GEM”: ADJUSTABLE 
REGISTER 
SHIELDS 


10 in. to 19 in. 
Adjustable 


Every Owner of a warm air furnace is possible cus- 
tomer for “GEM” Adjustable Register Shields because 
they save fuel by deflecting heat down into the room 
instead of up at the ceiling and protect walls, ceilings 
and curtains from dust, dirt and soot. 

Finished in Oxidized Copper and Black Enamel. 
Retail at: “GEM” Floor Shield, Black. $1.25; 
Dull Brass or Ox. Cop., $1.50; “GEM” Wall 
Shield. Black. €5c.; Dull Brass or Ox. Cop.. 75c. 























Hardware Age, “X..vercs 


1140 BROADWAY. NEW YORK,NY. 
BUY FROM YOUR JOBBER 


DEALERS Washers of every type and 


_ Here Is a Good Item kind, also Stampings 


Sportsman oat Pad. 
Fastens to unting 29s e 
Coat. Pulls up on web We have specialized in 


slides. —— on Visine Wrought and Steel Plate 
center utton. u } 
shows pad ready to roe TUnee f Washers for over 40 years. 

















ab a we er We roll the plate expressly 
under coat. se 

when sitting on wet for the purpose at our 
logs. rocks, | ground, works. Send for Complete 
boats, etc. Made of Cc 1 

waterproof khaki, felt atalog. 

lined, be ounces. 

Price 06 Dezen. 7 r Mit ‘ 
Retails for $1.50 per Wrought Washer Mfg. Co. 
ee 46 South Bay St., Milwaukee, Wis. 


The World’s Largest Producers of Washers 








Sportsman Seat Mfg. Co., Mount Union, Penna. 
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Quality 


readily pond 
Be FAI RMOURNT 
Hlammers 





Mechanics look at Fairmount 
Hammers, pick them up, 
and are quickly convinced that 
here are hammers possessing 
balance, high quality and 
utility. Fitted with seasoned 
hickory handles, perfect in bal- 
ance, drop-forged for long, 


Ball Pein Sizes outstanding hammers on the 


| price they did not try it themselves. 


Do You Fear the Man in Front 
—Or the Man Behind 


(Continued from page 35) 


could not put over a cut 
“T have never had 


they knew that the “star boy” 


| any trouble with this sales organization since that time,” 


said this sales manager, “but fortunately I had a presi- 
dent who backed me up.” This was his little story, and 
it seems to me there is a good deal to think about in 


| this story. 


* * 


Another visitor dropped in. He is a young banker, 
who in recent years has rapidly forged to the front. He 
has made a great reputation with one of the largest 
banks here in New York. 

We were discussing the organization of the modern 
bank. To me it seems a very wonderful thing how these 


| great banks can amalgamate and handle millions and mil- 


2 oz. to 3 tb. market. When you sell them, 
Engineer's Hammer you are sure of selling the best. | 
1% tb. to 4 Ib 


Order From Your Jobber 


~~ 
vi 

IF & FORGING Co Co. 
ls TOOLS GtvEe SERVICE AND as |7 








POULTRY GNETI ING 
ee eae ed cAfter Weaving? 


Op amma 


(iss nish J 


and Profit with 


UALI TY 


€ Look for the tag, carrying our name, at the end of every roll! 


===] The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


Mew York City Coma Chicage Basse (ary 





_ and how much organization means to them. 





| lions of dollars, many thousands of accounts, and do 
hard usage, they are easily the | 


everything so promptly, smoothly and accurately. “It’s 
all through organization,” said my young friend. “You 
have no idea how carefully these banks are organized 
Why,” said 
he, “did you know that in our bank, for instance, every 
key man is told by the president that instead of having 
one job he has three jobs. Job No. 1 is to attend to his 
regular day’s work. In other words, to attend to his 
regular job. Job No. 2 is to learn about the job of the 
man just over him, so in case anything should happen 
to that man he could take his job and run it immediately. 
Job No. 3 is to train the man under him to do his job. 
In other words, in case he were promoted to a higher 
job, this man under him could immediately be promoted 
to fill his job.” 

“All this is very interesting,” I said. “I can see where 
every key man should have three jobs. There is logic in 
it. In fact, it is a matter of necessity if we are to have 
good-organization.” 

“What about publicity in these big banks?” I inquired. 
“Tt seems to me when one of these large banks has so 
many vice-presidents there would be great danger of 
somebody talking out of turn.” “Not on your young 
life,” said this vice-president. “That is one thing in 
which we are carefully instructed. Only certain men in 
our institution are supposed to give out any information 
for the public.” 

“By the way,” said he, “have you noticed in our bank 
that every bit of publicity that goes out about us is 
something like this: ‘The XYZ National Bank, through 
its president, Mr. Algernon Meyer White, made the fol- 
lowing statement.’ Now, just think; first the name of 
the bank and then the name of the president. Never any- 
body else’s name under any circumstances.” 

“That’s not a bad rule,” I said. “A bank certainly 
would look a little foolish if their twenty-one vice-presi- 
dents should all come out and give interviews for the 
bank.” “You bet,” he answered, “all these points are 
covered in these great organizations.” 

“Tell me something else,” I said, “is it true that at 
the Federal Reserve Bank all of the gold and silver is 
kept in vaults under sea level, and that they could turn 
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Good Business Conditions in 
Canada Are Reported 


Stable business conditions are reported 
by the Canadian Bank of Commerce in the 
current commercial reiew issued monthly 
by the bank. Factories and mills are op- 
erating at a higher level than they were 
during the corresponding period last year, 
it is declared. 

“Business has developed along more 
stable lines during the past month, and 
encouraging reports have been received 
from various parts of the country,” it is 
stated. “There has been no great repair- 
ment of the damage already sustained by 
the prairie wheat crop, but it is now fair- 
ly certain that the harvest will be greater 
than was predicted a month ago in some 
quarters and that, as we have pointed out 
previously, there are many favorable fac- 
tors in the Canadian situation as a whole 
which should go far toward offsetting any 
loss in the purchasing power of the West. 

“The industrial situation is, in the main, 
satisfactory; the majority of factories and 
mills are operating at a higher level than 
at this time last year, any reduction of 
program being due to seasonal influences 
and to the decline in Western trade, which 
is already noticeable, but which is largely 
offset by improved markets in eastern 
Canada and in foreign countries. The 
foreign market now absorbs’ large quan- 
tities of Canadian industrial products, 
among others agricultural equipment. The 
greatest activity is occurring in plants 
manufacturing pulp and paper, building 
and railway materials, household furnish- 
ings, clothing and food products. 


Farm Implement Exports to 
Canada Announced 


An increase of $1,281,321 in exports of 
farm implements to Canada was noted for 
the first six months of 1929, as compared 
with a similar period of last year, accord- 
ing to George Bell, chief of the agricul- 
tural implements division of the Depart- 
ment of Commerce. 

It is believed that approximately three- 
fourths of this equipment will be used in 
the prairie provinces of Manitoba, Sas- 
katchewan and Alberta. For the half-year 
period of 1929, out of a world total of 
$72,068,572, Canada received machinery 
amounting to $24,699,919, as compared with 
$23,418,598 for a like period in 1928, out 
of a world total of $54,011,857. The en- 
tire amount shipped to Canada for the 
whole of 1928 is placed at $46,131,912, out 
of a world total of $116,524,084. 

Tractor engines, gas or gasoline, formed 
the bulk of the exports, with threshing 
machines, plows and harvesters following 
in order named. 











GILBERT’S NO. 4809 


A Unique Alarm Clock Design 
with cast case finished in Antique Brass— 
40-hour Movement 


WILLIAM L. GILBERT CLOCK CO. 


Chicago Office Main Office New York Office 
10 S. Wabash Ave. Winsted, Conn. 200 Fifth Ave. 








Dazey Churns 


sold onl y through 


Jobbers and. Dealers 


The DAZEY has been the leading Churn for 

many years and has always been sold through 

legitimate Jobbers and Dealers. Endorsed by 
Good Finosibeapiin Institute, State Agricultural Colleges, and 
Scientific Buttermakers everywhere. It is strictly a “Quality” 
Churn. Only the best materials are used and carefully as- 
sembled. Made in sizes to suit everyone’s 
requirements, from 2-quart to 10-gallon. The 
extension of electric power lines into rural 
districts has opened up a new field for 
DAZEY Electric Churns. 


DAZEY SHARPIT 


All purpose household Sharpener. 
Requires no skill. The origina] 
Sharpener of its type. Patented 
grinding wheels. Attractively fin- 
ished in rust-proof electro plating. 
Furnished with removable, revers- 
ible clamp. 


Order from Your Jobber 


Dazey Churn & Manufacturing Company 
St. Louis 
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There Is No Substitute for 
BRAINS! 


You may install row after row of finest ma- 
chinery—use the best of material—follow de- 
signs that are modern to the minute—and 
still have only a fair product if every man in 
the plant doesn’t make his firm’s success a 
personal matter. It is this extra “personal 
element” which maintains the perfection of 
these Jennings points. 


Extension lips filed thin for clean 
cutting. 


Spurs of compass-like accuracy. 


Feed screws with clean, sharp 
threads. 

Sharp cutting edges that stand 
up. 

The “double twist” . . . a success 
for 75 years. 


Throat shaped for ample chip 
clearance. 


The full name that identifies the 
genuine. 


Jennings bits are built for serious work and 
are at their best in hard wood, where accurate 
holes are important. They are inspected with 
extreme care, and before leaving the factory 
each one is hickory tested. 


Russell Jennings Mfg. Co. 


Chester, Connecticut 


; oe 
AUGER BITS 








y ys Y U 








Coming Conventions 


AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
ConvenTION, Atlantic City, N. J., Oct. 21, 22, 23, 24, 1929. 
Hotel headquarters, Marlborough-Blenheim. Charles F. 
Rockwell, secretary, 342 Madison Ave., New York City. 

Ittrnois RetarL HarpWARE ASSOCIATION CONVENTION 
AND Exuisition, Hotel Sherman, Chicago, Feb. 11, 12, 13, 
1930. Paul M. Mulliken, managing director, Elgin. 


Iowa Retrart HarpWArE ASSOCIATION CONVENTION AND 
Exursition, Hotel Savery and Des Moines Coliseum, Des 
Moines, Feb. 11, 12, 13, 14, 1930. A. R. Sale, secretary, 
Mason City. 

MIcHIGAN RETAIL HARDWARE ASSOCIATION CONVENTION 
AND ExursiTion, Grand Rapids, Feb. 18, 19, 20, 21, 1930. 
Headquarters, Hotel Pantlind. Exhibition will be held at 
the Klingman Exhibition Building. A. J. Scott, secretary, 
Marine City. 

MINNESOTA RETAIL HarpDWARE ASSOCIATION CONVEN- 
T10N, Minneapolis, Feb. 18, 19, 20, 21, 1930. Charles H. 


| Casey, manager, 2344 Nicollet Ave., Minneapolis. 


Missourt RetaiL HARDWARE ASSOCIATION CONVENTION 
AND Exurpition, New Hotel Jefferson, St. Louis, Jan. 28, 
29, 30, 1930. F. X. Becherer, secretary, 5106 North Broad- 
way, St. Louis. 

NATIONAL HarpWARE ASSOCIATION OF THE UNITED 
States ConvENTION, Atlantic City, N. J., Oct. 21, 22, 23, 
24, 1929. Hotel headquarters, Marlborough-Blenheim. 
George A. Fernley, secretary-treasurer, 505 Arch St., 
Philadelphia, Pa. 


NATIONAL Retai. HarpwareE ASSOCIATION CONGRESS, 
St. Louis, Mo., June, 1930. Herbert P. Sheets, managing 
director, 130 E. Washington St., Indianapolis, Ind. 

HousE FURNISHING Ex- 
1930. Headquarters, 
secretary, 105 West 


TuHiIrp ANNUAL NATIONAL 
HIBIT, Chicago, Ill., Jan. 19 to 29, 
Palmer House. Warren Edwards, 


| Adams St., Chicago, III. 


TERCENTENARY CONVENTION AND EXHIRIT OF THE NEW 
ENGLAND HARDWARE DEALERS A’ssociATION, Mechanics 
Building, Boston, Mass., Feb. 20, 21, 22, 1930. Headquar- 
ters, Hotel Statler. George A. Fiel, secretary, 80 Federal 
St. 9, Boston, Mass. 

Nortu Daxota RetatL HARDWARE AssocIATION CoNn- 
VENTION AND ExuIsiTIon, Feb. 11, 12, 13, 1930. Place of 
meeting to be decided later. Charles N. Barnes, secretary, 
Grand Forks. 


Onto HarpwarE ASSOCIATION CONVENTION AND EXHI- 
BITION, Columbus, Ohio, Feb. 4, 5, 6, 7, 1930. James B. Car- 


| son, secretary, 315 Mutual Home Building, Dayton. 


PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE As- 
SOCIATION, Inc., CONVENTION AND ExXuisition, Atlantic 


| City Auditorium, Atlantic City, N. J., Feb. 11, 12, 13, 14, 


| 21, 22, 23, 1930. 


1930. Sharon E. Jones, secretary, 610 Wesley Building, 
Philadelphia. 
Soutn Daxota Retatt TTARDWARE ASSOCIATION CoN- 


VENTION, Sioux Falls, Feb. 4, 5, 6, 1930. Charles H. Casey, 
manager, 2344 Nicollet Ave., Minneapolis, Minn. 

Texas HARDWARE AND IMPLEMENT ASSOCIATION CON- 
VENTION AND EXHIBITION, City Auditorium, Houston, Jan. 
Dan Scoates, secretary, College Station. 

West VirGINIA HARDWARE ASSOCIATION CONVENTION 
AND Exuisition, Huntington, W. Va., Jan. 21, 22, 23, 


1930. James B. Carson, secretary, 315 Mutual Home Build- 
ing, Dayton, Ohio. 
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FENCING THE BLUEGRASS 


(Continued from page 40) 


‘Take steel posts, for instance. That is something we 
are just beginning to push. Why? Because locust posts 
are becoming so scarce and so high priced. The first 
cost of a steel post is about twice that of a locust post, 
but steel has many advantages over wood. In the first 
place, it does not rot or disintegrate ; in the second place, 
it is easier to set, especially where you strike rock. In- 
stead of blasting and filling in and setting, just drill a 
hole the right size and drive the post in it and ‘neither 
moth nor rust doth corrupt it’—it will stay there until 
Gabriel blows his horn. 

“But if you want to move it, just pull it up and move 
it, fence and all. It often happens that a fence becomes 
useless, or practically so, where it is, when a fence is 
badly needed somewhere else on the farm. If it is a 
wire fence with steel posts, it is easy to take up and 
bring into real service. 

“Another thing we call attention to is that locust 
posts, or timber posts of every kind, are becoming 
scarcer and more, expensive every year. And yet an- 
other thing, steel posts add to the value of a farm. If 
a man wants to lease it for a term of years, steel posts 
add to the lease value. 

“Tf, because of death of the owner, or for any un- 
expected circumstance the place is put upon the market, 
steel posts add to its value and to its quick sale. The 
farmers, many of them, have not thought about these 
things. When their attention is called to them, ‘at the 
psychological moment,’ it is not hard to sell steel posts. 

“We are strong believers in publicity. The idea that 
‘everybody knows we are here and what we carry’ is the 
veriest back-woods rot. Publicity pays. We have tested 
it and found it out. Of course, we use our local week- 
ly newspapers; we are in one or both of them every 
week. In addition, we circularize our customers direct. 
We have a mailing list of practically all the farmers in 
the county, to whom we send regularly literature of one 
kind and another. 

“With every statement of account or letter, we send 
iterature; it costs no more postage, so why not? Then 
too, we furnish our list to manufacturers and whole- 
salers from whom we buy, and they circularize our 
territory for us. We know that all these various ways 
of getting our name and wares before the people pay, 
because of inquiries and comments from our customers. 

“One thing we do not do and will not do is to cut the 
price. People sometimes fuss about the price from habit, 
but really it does not count much in a transaction. Most 
people have learned that advertised standard goods have 
a standard price, and though they may argue a little, 
they really expect to pay it. As that is about the only 
kind of merchandise we carry, we stick to the standard 
advertised price. We figure that an article that is not 
worth advertising is not worth handling. 

“We think a manufacturer who is not well enough 
sold on his own product to advertise it will not be in 
the market long, and we do not care to start an account 
with him. Then, of course, we know that an advertised 
article has merits or its maker could not afford to pay 








Is Your Copy of the 
BLAIR CATALOG 


on Hand? 





You need the Blair Catalogue for your 1930 
buying. Full color illustrations of one 
model in each line—clear explanations of 
exclusive Bla’r mechanical features. 


This unusual booklet gives you the sales 
points on high quality lawn mowers that 
you can use to advantage in the Spring of 
1930. It gives you details which are the re- 
sult of 50 years of constant improvement 
in lawn mower construction. 


And remember that in addition to the Blair 
high quality lines—Hercules, Automatic, 
Pilgrim, Universal—there are several other 
models which combine quality and low 
price. The new catalogue contains all this 
information. Write for your copy today. 


BLAIR MANUFACTURING COMPANY 


Established 1879 


Springfield, Mass. 


BLAIR Drawcut 
LAWN MOWERS 
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IMPERIAL 


To your patrons who de- 
sire an exclusive design 
of real character, offer 
the Imperial Mailtainer 
—made by Master Crafts- 
men and _ designed to 
beautify the home _ en- 
trance with its quaint 


“Old English” beauty. 


TUDOR 


The unique and uncon- 
ventional design of the 
Tudor Mailtainer provides 
a Mail receptacle that is 
decidedly distinctive. It 
blends with most any type 


of Architecture and_ is 
ideal for the smaller 
homes. 


All mailtainers are furnished 
in a variety of finishes, includ- 
ing Antique Brass, Old Iron, 
and others. 

Write Dept. D. for prices and 
increase your Mail Box bus- 
iness. 





Designs Patented and Made by 


PATENT NOVELTY CO., INC. 
FULTON, ILL. 































the price for space in magazines and trade papers. So 
we stick to standard advertised goods.” 

on the water and flood all these compartments in case 
of trouble?” ‘That is absolutely true,” he said. “Why 
don’t you go around to the Federal Reserve and have 
them show you how they take care of Uncle Sam’s gold 
and silver? It is a sight worth seeing. If ever there 
should be a revolution or a riot, all they would have to 
do would be to press a button and all their money would 
be under water and pretty hard to get at except in a 
diving suit.” 

“By the way,” said this young man, “did it ever occur 
to you that gold and silver are the hardest things in the 
world to steal? Don’t you know that even a strong man 
would have a hard time to carry away $10,000 in gold? 
It would simply weigh too much and, of course, silver 
is entirely out of the question. You could hardly carry 
away enough silver to buy a good dinner and theater 
tickets for a party in New York. 

“Do you remember that case in Philadelphia,’ he 
added, “where Bergdoll drove up to the bank with a car 
and wished to carry away a lot of gold. He had two 
milk cans. He filled one milk can with gold and loaded 
it on the automobile. Then he attempted to load on the 
other milk can, but it was found, notwithstanding the 
fact that it was a large automobile, the weight was so 
great that they could not carry both cans. Therefore 
one of the cans had to be half emptied. It must have 
been a terrible feeling to drive off and leave all of that 
gold behind, just because the automobile would not 
carry it.” 

Then this young banker, who was perfectly dressed, 
who had excellent teeth and a smile that was worth a 
million dollars faded down the corridor in the direction 
of the elevators. These young fellows growing up in 
the banking business here in New York are certainly an 
interesting lot. Some day I will tell the story of one of 
them who saved a firm from going into bankruptcy just 
because he remembered a telephone number he heard a 


man in his office use. Some memory! 


A “BOOT” GOES TO SEA 


(Continued from page 60) 


In many ways, the wholesaler seems to be of more 
importance to the retailer than to the manufacturer. Far 
in advance of other reasons, perhaps, is the policy of 
many wholesalers of granting long credits. Probably 
this is because where the wholesaler does not have an 
exclusive territory, and does not wish to cut too far 
below a competitor’s price, he must provide some sort 
of service to the customer in order to hold him in line. 

But while retailers obtain the bulk of their goods from 
a few wholesalers, the wholesalers must turn to scores 
and hundreds of manufacturers for their stock. It is 
scarcely to be expected that the wholesaler will spend 
much sales effort in behalf of the small manufacturer. 

It is up to the manufacturer to create his own market, 
guiding prospective individual customers to the retailer, 
and directing prospective retail customers to the whole- 
salers. If he creates a demand, both factors in dis- 
tribution will then turn to, as they say at sea, and help 
to keep a going concern going. 
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NOT EVEN this hasty selection of a boot’s observa- 
tions would be complete were no mention made of the 
buyers, the purchasing agents. 

While Elbert Hubbard’s definition ot a buyer was 
interesting as a caricature in words, it fits no single 
buyer any more than Sinclair Lewis’ “Babbit” fairly 
pictures any business man the writer ever knew. 

There is no type of buyer, as there is none of sales- 
men, bankers, or coal passers. Surface similarities, per- 
haps, like the callouses on the hands of river drivers. 
But as individuals they differ as widely as men in any 
trade or profession, and are as interesting to meet and 
to observe. 

The following is quoted from notes made following a | 
visit to a wholesale establishment, which fortunately | 
is not representative of that factor in distribution. 

“Had to wait quite a while outside the buyer’s door. 
No chair, so wandered about, observing neat and dust- 
less stock. Finally a distressed looking salesman burst 
out of the door, kicking his sample cases ahead of him. 
Seven million blood vessels in his face were about to 
explode, so I helped him out into the cooling air. Then | 
I went in. There was no place for a visitor, even one | 
bent on other purposes than I, to sit down. The only 
chair in the office was the one which the buyer had been 
occupying. Furthermore, a huge stack of business 
journals, hardware magazines, and other literature, 
well as the corner of his roll top desk, formed a safe 
buttress for him, and he was out of reach. 

“Mr. X?” T inquired, tactfully. 

“We looked around the room. Only the two of us, 
and after a time he grunted. I became interested in his 
maneuvers. Fat, bald, ‘with an elliptical shape that 
reminded me of the pictures of Humpty-Dumpty. He 
was searching for something in the mass of papers and 
magazines cluttering his desk. It was there, whatever 
he sought, of that I was certain. Everything in the 
world was there. He grunted again. He had found it. 
It was an ancient stub of a bye-gone cigar. It crackled 
with age as he fingered it. | 

“He opened a drawer of his desk, and pulled out a 
small corn cob pipe. More than half the bowl had been 
burned down. It didn’t seem to satisfy. He opened 
the drawer again, and withdrew its twin brother. He 
inspected both, and chose the first selected. Gently he 
inserted the cigar stub in the pipe bowl. He lit it, sat 

down, and grunted. 


as 


While I foresaw my fate, as surely as the depart- | 
ing apoplectic salesman knew his when he went out, I 
couldn't understand why the latter hadn’t been laughing. 

“Well?” asked Mr. X. 

(A section of these notes are omitted, for the writer 
is not seeking free advertising for the item he demon- 
strated to Mr. X.) 

“During all this Mr. X only grunted. At last he did 
speak ‘Nope. I’ve got a lot of things here already, 
that haven't been sold yet. Ain’t going to buy anything 
new until we sell what we got. Quick turnover (he 
pointed significantly to the magazines), that’s what we 
need in our business.’ ” 

Mr. X was, of course, an exception, even though 
interesting from some points of view. On the whole, 
the writer met a rattling fine bunch of fellows, old and 
young, among the various buyers he visited. 
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MANY OF YOUR CUSTOMERS 


NEED New B-4 
RECTIFYING 
TUBES 


FOR “B’ ELIMINATORS! 


NOTA 
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Carton of four 
Eveready Raytheon B-H Tubes 


EVEREADY 
RAYTHEON B-H 


MANY of your ‘customers are using “B” 
eliminators built for the original gaseous B-H 
rectifying tube. Millions of such units were 
sold during the past few years. Tell these 
customers what a big improvement in recep- 
tion a new Eveready Raytheon B-H Tube will 
make. The replacement market for these tubes 
is enormous. 

Eveready Raytheon B-H Tubes come in 
handy cartons of four tubes each. Always 
keep at least one full carton on hand. 


NATIONAL CARBON COMPANY, INC. 
General Offices: New York, N. Y. 
Chicago Kansas City New York 

San Francisco 


Branches: 






Unit of Union Carbide } ; and Carbon Corporation 
i=. ‘ 


EVEREADY 
RAYTHEON 


Trade Marks 
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Both laboratory and simulated wind load tests have conclusively proven 


Sweet's Steel Posts the strongest 


sections on the market. 


etthatelaaermmel? 


thousands of these posts are now being used for fence, signs and other 
purposes in all parts of the country and they are rendering universally satisfactory service. 


Why not sell Sweet’s Steel Posts to vour customers? Write for dealer proposition and samples today. 


SWEET’S STEEL COMPANY -: WILLIAMSPORT, PENNA. 


















No. 201/7"’: Burn- 
ing time, 44 hours. 
Height, 15% in. 
Weight, with 
chimney, 2.94 lbs.; 
without chimney, 


2.27 lbs. Tinned. 





E famous Feuerhand 
(Firehand) Lantern— 
known all over Europe as 
the best hurricane lantern 
ever made—is destined to be 
the fastest-selling lantern in 
America. Customers quick- 
ly recognize the superior 
Feuerhand features. Fe uer hand 
Lanterns have a thicker tin coating 
than any other make — are warrant- 
ed rust-proof. Storm-proof and 
shock-proof. One-piece oi! con- 
tainer—guaranteed no to leak. Let 
Feuerhand—the finest 
and fastest-selling lan- 
tern on the market - 
increase your lantern 
profits. Write today 
for information about 
complete line of styles 
and sizes. A. H. Leh- 
mann & Co., Inc., 132 
Front Street, NewYork 


“inn 


that is 

Out-Selling 

all others 
in 






































No. 260/10”: Burning 
time, 20 hours. Height, 
13.4in. Weight, with 
chimney 2.64 lbs.; with- 
out chimney, 2 lbs. Tin- 
ned, gold- and copper- 

ronze finish. Extra large 
filling cap. 


FEVERHAND 


Manufactured by Hermann Nier, Beierfeld, Germany 






















COLORED 


GLASS KNOBS & PULLS 
NOW ... they'll sell even faster 











f 





Here’s a real salesman! 


counter. He catches the eye of your customer, shows 
him all the colors you carry ...and almost completes 
the sale himself! Mr. Tegco comes in this new display-con- 
tainer, ready to go to work for you the moment he enters your 


store. 
Assortment No. 129 


Contains: 12 dozen knobs and 6 dozen pulls to match 
Weight packed for shipment 35 Ibs. 
If your jobber is not prepared to 
serve you, write to us for the 
name of the nearest distributor. 


H: stands neat and trim, right up on top of your sales 


Manufactured exclusively by 


TECHNICAL GLASS CO., Inc. 


2025 E. 48th St. 296 Broadway 
Los Angeles, Cal. New York 
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—and roll up profits, too! 


“Acme” casters sell as easily as they roll. The ball- 
bearing feature makes them noiseless. They move the 
heaviest furniture readily and without effort. 


Show your customers how smoothly “Acmes’’ work. 
Roll one on the counter. 
feature, and the handsome finish. 
to do in order to sell “Acmes.” 
build up caster business. 
sample and full details. 


Point out the ball-bearing 
That’s all you have 
Here is a chance to 
A letter to us will bring a 


From your Jobber. Send for Catalog. 
THE SCHATZ MANUFACTURING CO. 
Poughkeepsie, New York %& 
Agents: J. C. McCarty & Co., 253 Broadway, N. Y. City 























The Cabinet of Today ‘ 


and Tomorrow 





one piece 


Steel Bathroom 











Corcoran Cabinets are the Origi- 





nal and Only One-Piece Steel 
Cabinets. No cracks—No seams 
—No welded joints—No raw 


edges. 








HERE is prestige, ready-made and 

waiting for you when you specify 
Corcoran Cabinets—not necessarily 
because of the trademark, but because 
of the high attention value and con- 
struction features found in Corcoran 
One Piece Steel Bathroom Cabinets. 


1 Newly patented de- 

* vice opens door in- 
stantly when pressure 
is applied to but- 
ton 


Cabinet body and 
flange drawn from 
one continuous piece 
of steel 





2. 





Round corners 


3. 


inside 
and outside harinon- 


8a ize with all bath- 
room fixtures. 
Continuous piano 


* type brass hinge will 
not sag or warp 


Bulb 
* shelves 
forward 


glass 
slip 


edge 
cannot 











6 Special pad prevents 
mirror breakage. 


A\ il 
‘. t) 
- Sy 


Corcoran Cabinets are sold through Jobbers only 


Write for New Catalogue 


The Corcoran Mfg. Company 


Cincinnati, Ohio 








CORCORAN MFG. COMPANY, DEPT. HA-9 

Gentlemen: 

We are interested in Corcoran One-Piece Steel Bathroom Cabinets. 
send catalogue and full details. 


Kindly 


Name 
Address 
City 





Complete stocks are now being carried in Chicago, New York, 
Philadelphia and Boston; communicate with Corcoran offices 
at 1820 McCormick Bldg., Chicago} 1228 Locust Street, Phila- 
delphia; 11 West 42nd St., New York and Beaudette & Graham 
Co., 915 Boylston St., Boston. 
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When They Looked 
Like This 









In those days, 22 years 
ago, automobile owners 
were certain of getting 
into the garage easily— 
even if there was some 
doubt getting out with 
the car. 


ALLITH 
No.2 this 


When they looked like 
(and acted like 
something else) we were 
selling Reliable Round Track Straight 
Sliding Door No. 2 Hangers to car owners. 
And we were proud of them—just as 
proud of them then as we are now. 


They satisfied exacting architects; they 
saved erection time for contractors and 
builders; they made the owner forget his 
door worked on hangers, and they made 
money for hardware dealers. They did all 
this in 1907, are doing it today and will 
continue to do it tomorrow. 


Hardware dealers can read, with profit, 
about A-P Reliable Round Track Straight 
Sliding Door No. 2 Hangers on page 79 of 
A-P Catalog No. 97 or write for facts 
today. 


ALLITH-PROUTY COMPANY 
DANVILLE, ILLINOIS 


Manufacturers of 
Garage Door Hardware Door Hangers 
Fire Door Hardware Airport Door Hardware 
Rolling Ladders Malleable Iron Washers 
Overhead Carriers Industrial Door Hardware 
Spring Hinges Stadium Seat Brackets 


Certified Malleable Iron Castings 





—MOE’S LINE— 


Here is Moe’s new “Big Boy” poultry feeder, 
made especially for growing pullets and full grown 
hens. 

Holds 75 lbs. of dry mash and has 34 feeder holes. 
These feeder openings are exactly the right size 
and shape, and correctly located to prevent waste 
and yet give easy access to the feed. 


One of many popular items in “Moe’s Line.” A 
high grade line of supplies—Often imitated but never 
equaled! Write for Catalog and prices. 


OEFT & COMPAN 


2305 Davis St. North Chicago, Iil. 























Cutlery Buyers!!' 
Unreserved Sale of 


15,000 Dozen 
(180,000) 
Famous “Electric” Brand 


Highest Quality Pocket Knives 
Jacks—Pens—Stock Knives 
Also 1000 Sets “Electric” Stainless Tables 
By Order Electric Cutlery Co., Walden, N. Y. 


Sale 11 a.m., Tuesday, October 29th 
At Our Salesrooms 


E. Bissell & Co. 
Wholesale Auctioneers 
133-135 Greene St., New York City 


Pocket knives will be sold in case lots of 50 doz. 
each and upwards. 


Any further information desired can be had upon 
request to auctioneer 






























































7s Wherever Wrought 
Strap and Tee Hinges 
or Hasps are required, 
these GRIFFIN products 
offer the utmost... in 
sturdy, practical qual- 
ity and service. 







“Manufacturing Co 


ERIE, PENNSYLVANIA 
— Branch Offices_. 


New York, 45 Warren St. 
Chicago, 555 W. Randolph St. 
Boston, 76 Batterymarch 
San Francisco, 703 Market St. 
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Try it 
on your 
Elephant! 


Folds Flat 





The TUCKER’WAY all-wood folding chairs 
(won't tilt—well built) are as strong as an Ox, 
and we believe will hold an elephant. On a 
recent test we piled seven anvils, weighing 720 
Ibs., on a single chair, and it shpwed no signs 
of “fatigue.” (That’s all the anvils we could 
borrow.) This chair is as tough as a yegg, 
and will stand abuse. 

Easy to open—easy to close 
easy to stack—EASE-y to sit in. 
Sold singly or in sections, in 
regular and juvenile sizes. In 
natural finish and a variety 
of colors. Profits galore! 


Send for Sample Chair 
and Give it the “Works” 


Send coupon for TUCKER- 
"WAY and treat it rough. 
Knock it about. Try it on 
your elephant, if you keep one! 
You'll appreciate its strength, 
endurance and_ comfort. 
Secure prices, dealer propo- 
sition, and consider these 
chairs for sale and for Ad 
rental purposes. (No free dre... 
samples. Chair may be re 
turned or kept as part of oe 
order.) D.25 
Tucker Duck & Rubber Co. 

Fort Smith, Arkansas 















Name 
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AND CLAM 


KNIVES 


The knives preferred by 
- Expert Oystermen = 








New Haven Style 
Also made in Crisfield and Seattle Styles. These Knives bear 
MURPHY 


gMURP Hy ot no a My egg ed 


guaranteed Perfect Work 
Knives of every description 
for nearly 80 years. Forged 
1850, Blades—Poplar wood han- 

4 KN N ES - season is on. Stock and 
ssntnt ch onaeaate st sell R. MURPHY STAY 
SHARP KNIVES. Write for prices and complete catalog. 
ROBT. MURPHY’S SONS CO., Ayer, Mass. 


Also makers of Sloyd, Rubber, Roofing, Pruning Knives, etc. 


dles—A perfect grip—have 
created a real demand. The 








Divot Bearing 


FAULTLESS CASTER COMPANY 


EVANSVILLE. INDIANA. 


Canadian Factory: Stratford, Ontario 

















Pe ee 
—Andiana 
_ Everywhere 









as 
Write for Literature 


INDIANA ROLLING MILL CO. 


New Castle, Indiana 

















Mathias 


& Sons 
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PLUMB TVVLS 


WRITE US FOR 
SPECIAL DISPLAY 
BOARD DEAL! 


Sells Tools Like a Star 
Salesman—a Plomb Tool 
User Becomes a Plomb 
Tool Customer for Life. 


Send for our Complete 
Catalog—we sell you direct 
and Advertise Nationally 


PLOMB TOOL CO. 


2209 Santa Fe Ave., Los Angeles 
1146 W. Lake St., Chicago 


4306-36th St., Long Island City, 
KY. 


Immediate Delivery 
from Warehouse 
Stocks 


BaetaeDelet pl at gs lefeers 





Marg PEE te ne 








Bommiaer 
Spring Hinges 

















re) eee r.4 ees 
o} |_| 
are 4 {oon are 
the best | o the best 
i] t 














8 
Millions 
and Millions 


of People are Pushing 


Them 


whenever they open a door 
Foliow the line of least resistance 


use BOMIMEP aways 


They are the best 


Bommer Spring Hinge Co., Brooklyn, N. Y. 




















WOOD SCREWS 


Rivets Roofing Nails Scratch Brush Wire 


THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
George E. Quigley, Detroit 
Milton Pray Co., San Fr , Los Angeles, Seattle 
G. M. Baird & Co., Memphis, Tenn. 




















aca | 


T Just Tacks and Small Nails 


After purchasing small items such 
as tacks and small nails, folks are 
inclined to forget where they got 
them. * 





But the full weight, good quality 
of Atlas tacks, always impresses 
them favorably. 


And to help them —— where 
they got 


ATLAS 


Tacks and Small Nails 


we print this reminder on every 
package—“When you get a good 
thing, remember where you got it.” 


It helps, at least customers always 
remember the quality of Atlas 
tacks, as well as the store where 
they bought them. 


ATLAS TACK CORPORATION 
Fairhaven, Mass., and St. Louis, Mo. 


et 




















| ee 
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| POPULAR NEW ITEMS IN | 
| *PYREX OVENWARE 


"THESE new eight- 
and twelve-ounce 
sizes supplement the | 
regular six-ounce 
deep pie dish or co- 
cotte. The popularity 
of the six-ounce size 
indicates an even 
greatet demand for 
these new numbers 
458 (8 oz.) and 455 
(12 oz. ). Order 
through your jobber. 


CORNING GLASS WORKS 
| CORNING, N. Y, 





INDIVIDUAL DEEP PIE DISHES 











PROTEXIT 


Patent applied for 


Protexit, made of line rubber com- 
pound, is a new article, but a good 
seller with liberal profit. It is a 
simple, useful, unique device that en- 
ables fastening food grinders, and 
similar devices, to enameled tables, 
(or other tables), easily, quickly and 
securely, avoiding mars, cracks, slip- 
ping and sliding, and other annoy- 
ances. A_ fine lithographed counter 
display card with six Protexit at- 
tached is supplied with each order 
for one dozen or more. Sells on 
sight. Advertised in Good House- 
keeping and approved by its Institute. 


Price to dealers, $4.00 per dozen, 





2% 10 days, 30 days net—your mar- 
gin 52%. Send order thru your job- 
ber, or direct to 


J. HILGERS & CO., Manufacturer 


Dept. 55 


Binghamton, N. Y. 








Refrigerator and Builders’ 
Hardware 
Our New Friction Adjuster Is the Last Word 


in Quality, Design and Finish—Representing 
Better Hardware in Brass and Bronze 


Greene Tweed Corp. 
9 Liberty St., Newark, N. J. 


cho co 


Reg. U. S. Pat. Off. Reg. U. S. Pat. Off. 


WALWORTH 


Walworth Company, General Sales Offices: 
51 East 42nd St., New York 


Plants at Boston, Mass.; Kewanee, III.; 
Greensburg, Pa., and Attalla, Ala. 


Distributors in Principal Cities of the World 


Walworth Company Limited 620 Cathcart St., Montreal, P. Q. 
Walworth International Co., New York, Foreign Representative 


Makers of Dan Stillson’s Wrench 


Known and Trusted 
for their unfailing 
accuracy— 

IBS 


BROWN & SHARPE 
Mele) A 


“World's Standard of Accuracy” 


























| 





| 
| 











THE MARK oF A GOOD MOWER 


al 











YOU CAN SELL THESE 


easily, quickly and at a good profit! 


Every father and 


mother is looking for these nursery specialties. The price 
is right, they are beautifully made, and they fill an actual 


need that must be satisfied. 

25 is a Metal 
Gate that fits 
any opening. No. 40 
folding stroller. 


PORCH GATE- 











%| 2745 N. Lemingwell Ave. 


easily carried any- 
where.. Ivory enam- 
eled steel frame, rub- 
ber tired wheels, wood 
seat. Prompt ship- 
ments. 

Write for complete 

illustrated catalog. 


Perfection Mfg. 
Company 


St. Louis, 0. 


pockA By, 


PRODUCTS 














OPPORTUNITY 


Some one once said: “Opportunity knocks 
but once at every man’s door.” 

It’s different in the Classified Opportunities 
Section of Hardware Age—here opportun- 
ity is knocking all the time. 

Your advertisement in these columns will 
secure Sales Representatives, find a Posi- 
tion, gain Sales Accounts or Sell a Business. 


HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St. 


New York 
































V-W Ventilator 


a 
DRAFTS 


STARTS 
PROFITS 





No other ventilator has the patented “R”- 
shaped louvers that stop drafts, dirt, rain and 
snow. No other ventilator has the selling 
points of this improved ventilator. 

The V-W line is nationally advertised. Cash 
in on this advertising. Stock the ventilator 
that stops drafts and starts profits. 


Investigate this money-maker! 
Write today for details! 


THE \ A J VENTILATOR CO. 
V- 2892 A. I. U. Building 


Columbus, Ohio 























Diamond Official Pitching Horseshoes, 


made regular or dead falling type— 

straight or curved toe calk—fit require- 
ments of National Horseshoe Pitching Associa- 
tion. Also Junior model for ladies and children. 
Packed by pairs in colored cardboard boxes or 
by sets of four in sturdy wooden boxes. Rule 
book with every set. 


Write for information 


Diamond Calk Horseshoe Company 





4622 Grand Ave., Duluth, Minn. 

















Hexa- 
gonal Netting, 
thoroughly gal- 
vanized, is a rec- 
ognized standard. 
Woven evenly and 
unrolls in a 
straight line. The 
best costs no 


Superior 


more. 


The Netting with the 
Rooster Label 


G. F. Wright Steel 
& Wire Co. 


Worcester, Mass. 


SUPERIOR 











Wood Screws 

Drive Screws 

Coach Screws 

Machine Screws 

Set Screws 

Cap Screws > 
Saw Screws 

Thumb Screws 

Hand Rail Screws 


Special Automatic Screw 
Machine Products 


Stove Bolts 

Tire Bolts 
Agricultural Bolts 
Sink Bolts 

Hanger Bolts 
Machine Screw Nuts 
Stove and Tire Bolt Nuts 
Semi-Finished Nuts 
Castellated Nuts 
S.A.E. Nuts 

Jack Chain 
Plumber’s Chain 
Register Chain 
Safety Chain 
Furnace Chain 
Ladder Chain 

Sash Chain 
Escutcheon Pins 


i 


The CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 
Warehouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 
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370 ATLANTIC AVE., 





THE ELASTIC TIP COMPANY 
@ | RUBBER GOODS AND SPECIALTIES | 


SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 
FAST SELLING TIPS FOR ALL PURPOSES 





BOSTON, MASS. 





¢ert 
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the new SNELL 
" Construction Bit 


ofr CONSTRUCTION 
—— 





Made to stand the gaff of 
hard service—designed right 
to cut through wood smooth- 
ly, quickly. Write today for 
illustrated folder and price 
list. 











Snell Manufacturing Company, Fiskdale, Mass. 
Sales Representatives 
JoHN H. Granam & Co., 113 Chambers St., New York City 














the eounter 


Starrett 
Combination 
Square 


every time! 


2552 


) 
1S 


ARMSTRONG BROS. 


Saunders Type Pipe Cutter 


With this cutter the hardened steel rollers 
eliminate the burr raised by the cutter 
wheel. The point of the screw is hard- 
ened and bears on a hardened tool 
steel insert. All parts are carefully 
machined and are interchangeable 
with similar parts of standard 
makes. Write for Catalog P-10. 
Other Pipe ARMSTRONG BROS. 
Cutters from the TOOL CO. 
Line of Better Pipe 
Tools include the 
Barnes Type Cutter and 
the Armstrong Bros. Im- 
proved Heavy Duty Cutter. 


* “The Tool Holder 
People” 
314 N. Francisco Ave. 
CHICAGO 








stock the RAPID, t 


nver 


ane /(zad Sera [ullers 














KNOWN QUALITY Means Essy Sales 
SHARK BRAND CHISELS 


Manufactured by E. A. Berg 
Mfg. Co., Ltd., Eskilstuna, 
Sweden. 


Butt Beveled edge. 
Regular Beveled 
e. 
Socket 
Chisels. 











are made from 
the finest Swedish 
charcoal steel, sturdy 
and well made and 
craftsmen and lovers of 
good tools appreciate their 
known quality. 
Because of their reputation as de- 
pendable tools, they sell with little 
effort, which means sure profits to you. 
We carry a full line of 
SWEDISH Made TOOLS and HARDWARE 
Order from your jobber today, or write 


SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 
107-109 Lafayette St., New York, N. Y. 
Minneapolis, Mina. Seattic, Wash. Mentreal, Can. 














ihe Sell 


° Tape-Marked 
Columbian Pure Manila Rope 
The famous GUARANTEE on the red, white and blue 
Tape-Marker is the greatest protection ever offered to 
dealers and users, 


Columbian Rope Company 
352-80 Genesee Street 
Auburn, N. Y. “The Cordage City” 


Branches :— 


New York Philadelphia 


Chicago Boston New Orleans 
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Style A Style B Style N 
Straight Cut Straight and End Cut Straight End Cut 
with Nut Splitter 


CAROLUS CUTTERS 


Handy, time-saving tools for every shop. For splitting rusty and jammed 

nuts or for cutting bolts—either straight or end cut, with nut splitter. 

Three styles, all sizes. Too) steel jaws; tough cutting 

If your jobber cannot supply you write us direct for literature me hens 

CAROLUS MANUFACTURING CO. Sterling, Illinois 
Sales Representatives—Surpless, Dunn & Co. 

New York “Chicago 




















Their Visible Screw, Stability 
Workmanship & Duco Coloring 
m plex Lever Jacks, 


Create Sales Appeal . 


Templeton, Kenly & Co. ana Trench Braces 


EST.1899 have been famous 


Chicago, Til. SiAS 












oN It’s volume that ey 
Kg. SS SINCE 


pays. 871 


IVER JOHNSON 


Shot Guns, Rifles, and Revolvers sell eas- 
ily and quickly, because they represent 
extraordinary value at a moderate price. 


Iver Johnson’s Arms & Cycle Works 
Fitchburg, Mass. 


New York Chicago San Francisco 
151 Chambers St. 108 W. Lake St. 717 Market St. 















on pipe, rod or shafting held in a vertical position is often 
a great convenience. This is only one of the many positions 
in which the pipe jaws of the NuTYP Vise can be instantly 
locked. 


The Oswego Tool Company, Oswego, N. Y. 







































Reserve Strength Counts 


Your customers may never require 
ALL the STRENGTH that is built 
into the COES _  Steel-Handle 
Wrench, but it’s THERE if they 
do. 


BEMIS & CALL CO. 
SPRINGFIELD 


















fee aoe 


x 

Nt ‘sO LDE RAL 
Ai REAL METAL Solder 
10 in Paste Form— = 
| Packed in 
Collapsible 













7 


Greatest Soldering Convenience 
Ever Invented. 

Every Electrical Connection 
or Intricate Job Needs ~ 
SOLDERALL. 

































SAMSON TRADE MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


wate) = an OO) .0 DB 


SAMSON SPOT, PHOENIX and SACHEM brands 
each the standard of quality for its particular use. 


“There IS a Difference in Sash Cord” 
OTHER BRAIDED CORDS* COTTON TWINES 


Send for catalogue, samples and selling information 








USHIOn 
TIRE 


ORE LADD 
MODERNIZE STORE METHODS 


To provide adequate storage facilities for shelf stock—to 
make it and for clerks and stock men 
to handle with absolute safety—to insure quick service for 
wholesale or retail trade—install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 
Deep tread steps, full length hand grips, rubber tires, over- 
head track system, firm construction throughout, eliminate vibra- 
tion and noise and produce a ladder of ample strenyth for 
safety, convenience and efficiency. One style only—neat of 
design—attractively finished —any height —easily installed — 
meets most requirements. Circular on request. 


mE FE MYERS & BRO.co. 


ASHLAND, OHIO. 
PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 
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Classified Opportunities 











2 SIE TUG TET ee 





























| : * , 
Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
Classified Advertising Rates BOXED DISPLAY RATES Positions Wanted Advertisements 
. : PRR n> 5 sn ose anne ace bat vie ae $5.00 50% off rates quote 
Opportunity Exchange Section 
Each additional tach Teer y rer yee 4.00 Adéress your adverticoments and replies to 
Set Solid, Minimum of 58 lines... .$3.00 Hardware Age, Classified Oppor- 
Each additional line. eocce mp coer .60 Discounts for Classified Advertising tunities, a ae St., New 
All Capitals, Minimum of 5 lines.. 4.00 
Zach additional line............ 80 4 insertions, 10% off; 8 insertions, 15% Harpware Ace is published each Thursday. 
Average 10 words to a line off Forms close Nine Days previous to date of 
Allow One Line for Keyed Address Remittance Must Accompany Order publication. 








Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should sot 
be addressed to box num 








BUSINESS OPPORTUNITIES POSITIONS WANTED 




















Manufacturers’ Representatives, business selling housefurnishing and HELP SPECIALISTS 


Hardware lines on commission to an established trade. Chicago 
and Mid-West territory with Chicago loop office. Wonderful oppor- 




















tunity for one or more experienced salesmen to acquire a 25 year y . ' . 
established business. Other business in California requires owner FOR THE HARDWARE INDUSTRY IN NEW YORK 
to sell. Address STATE 
H. M. GREENER SALES CoO, 
56 E. Randolph Street, Chicago, Ill. MALE AND FEMALE 
FOR SALE—Wholesale hard 7 } H BEVERY APPLICANT INVESTIGATED AND GUARANTEED 
“Oo SALE— nolesale hardware business in the South-East. as eee: : 
active and clean stock, in good financial condition, serves good territory, FOR TEN TIMES THE WEEKLY SALARY INVOLV«D 
fine chance for expansion. Address Box 1-533, care of HArkpWARE AGE, 


New York City. ABBYE EMPLOYMENT AGENCY, INC. 


Bryant 7374-5-6 


HELP WANTED 112 W. 42nd Street 

















YOUNG EXPERIENCED CHRISTIAN CLERK WANTED—A spe- 





cialty man is not wanted, but rather a man of general experience, who can 

drive a car, make keys. and who can assume the responsibility of taking WANTED—experienced Builders Hardware man. Must be capable of 
care of a store in its many details. Store is located in Northern New | taking charge of Builders Hardware Department both Wholesale and Retail. 
Jersey. Address Box I-429, care of HarpwAre Ace, New York City. Location in fast growing Middle West City of 200,000 population. Give 


complete history of past experience, family ties, age, salary and photograph 
in first letter. An exceptional opportunity for the right man. Strictly con- 
HELP WANTED, Salesman-Manufacturer of builders hardware requires fidential. Address Box 1-530, care of HarpwarE AGE, New York City. 
seasoned sales executive of broad experience and full knowledge of trade 
conditions in the metropolitan area of New York. Address Box I-535, care 


: Harpware Ace, New York City. SALES ACCOUNTS WANTED 


WANTED—Wholesale Distributor in the Middle West has an excep- 














tional offer to a hardware buyer and merchandiser who is capable, energetic REBRESENTATIVE—Thoroughly acquainted with jobber and dealer 
and experienced in the general line of hardware and sporting goods. Ad- trade and specializing in builders’ hardware wishes several additional 
: dress Box 1-512, care of Harpware AGE, New York. lines. Located in Philadelphia and covering considerable territory. 
H Twenty years selling experience. Address Box [-526, care of HARDWARE 





Ace, New York. 
POSITIONS WANTED _ Te 7 


SALES ACCOUNTS AND DISTRIBUTION EITHER OR BOTH 
WANTED.—Headquarters, Detroit, Michigan. Calling upon Jobbers and 
Large Retail Hardware and Department Stores. Desire High grade lines 
SALES MANAGER for Michigan, would consider extending territory. Address Box I-532, care 


=XECUTIVE SALESMAN—READY FOR IMMEDIATE CON- of Harpware Ace, New York City. 
Reis vena Leber ee Bead ics 
J t JC =RS. FAVORABLY KN IN F tR14YE 
AND HAS HIGHEST ENDORSEMENTS. TRAVELED EN- SALES REPRESENTATIVES WANTED 
TIRE COUNTRY AND SUPERVISED SALESMEN, SALE 
OF CORPORATION REASON FOR AVAILABILITY. LOCA- 
TION IMMATERIAL. ADDRESS BOX I-534, CARE OF HARD- 
WARE AGE, NEW YORK CITY. 





























must be one who has sold a high-grade article on quality 


POSITION WANTED and ot price. Sort be familiar with, hardware, Jonbing 





Builders’ Hardware man, with car, college trained, good appearance, making a favorable impression on the highest class of 
likeable personality, 6 years with Builders’ Hardware distributor for trade and largest buyers. Address Box 1-507, care of 
Metropolitan New York, thoroughly experienced inside and outside Hardware Age, New York. 











management, sales, contracts, credits, collections and correspondence, 
desires connection allied or industrial fields. Compensation, salary 
and percentage. Address Box I-536, care of HArpwARE AcE, New 
ork. LARGE importing firm in New York wants connection with Salesman 
to carry various lines of high grade and very competitive hardware. 
Answer to Box I-523, care of Harpware Ace, New York. 

















TWENTY YEARS’ EXPERIENCE selling Hardware, Department and 





Variety Stores in Northern New Jersey. with over 200 active accounts in WANTED—Wholesale Hardware Distributor in the Middle West has 
my territory. Wants good line for leader or side line to carry with my open a very desirable territory in Wisconsin. Address Box I-511, care of 
mre + line. Address Post Office Box 206, Springfield, New Jersey. Harpware Ace, New York. 
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Classified Opportunities 


SALES REPRESENTATIVES WANTED | SALES REPRESENTATIVES WANTED 


SALESMEN calling on Department Stores, Jobbers. Furniture and Hard- Manufacturer of well established line of Lawn Mowers wants Manu 
ware Stores to sell our line of all Metal and Wood Frame Window Venti facturers Agency or Salesmen on Commission basis, calling regularly on 
lators, commission basis. All territories open. Address Box 1-531, care | retail and wholesale dealers in all or any part of Mississippi, Alabama, 
of Harpware Ace, New York City. Georgia, N. and S. Carolina, and Florida. Write, stating territory cov 
ered, experience and give references. Address Box I-497, care of Harp- 

ROPE SALESMEN WANTED in all territories—100 per cent pure WAKE AGE, New York. 

Manila rope 17c. lb. basis. Fast selling side line, five per cent commis 

sion. UNITED FIBRE COMPANY, 82 South Street, New York City 

(Foot of Wall St., and East Kiver). SALESMEN calling on Retail! Hardware Stores in New York Metro. 
politan District, Long Island, Westchester and New Jersey, are invited to 

CUMMISSION SALESMEN IN EACH STATE fo: manufacturer o sell small tool used daily by everybody: made by one of the best m 
band tools and hardware specialties. Advise territory covered and house facturers in the line. Very liberal commission. Only conscientiou 
represented. Address Box H-638, care of Hampware Ace, New York City | acceptable. Call Worth 3824, between 9-10 and ) 
































Sales Representatives Wanted 


In a recent issue of this paper under the classification of 
‘Sales Representatives Wanted,” were twelve different adver- 
tisements for salesmen calling on the retail hardware trade. 


“es 


It looks as if hardware concerns knew where to ‘“‘go”’ for 


hardware salesmen, doesn’t it? 
And by this same reasoning it looks as if these concerns 
reckon that men know where to “go” to find these oppor- 


tunities. 


It’s a good paper that serves the trade “both ways,” isn’t it? 
Try it and see. Address— 


Hardware Age, 239 West 39th St.,New York 


“‘Classified Opportunities Section” 











WHERE BUYERS and SELLERS MEET 


HEN you are in the market to buy or sell a store, to secure help Hardware Age is the 
W or a position, or to secure sales representatives or a sales account authoritative national 

look over the offerings in the Opportunity Exchange section of meng oa yas and ee 
Hardware Age. If you don’t see just what you want, ask for it as of Jax gene 


. ; ? es jobbers in all sections 
there is always some one who will be interested in your proposition. of the country. 


Rates on Request. 


HARDWARE AGE _ 03002"... 239 W. 39th Street, New York 
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“Mind My Words—Today 
I’m Buying a Farrand Rule” 


The FARRAND RAPID RULE 


is no bundle of flimsy sticks—yet it is more 
rigid than a wooden rule. It is not a limp 
tape,—yet it measures around curves with 
equal facility. 

Thousands of carpenters and mechanics all 
over the world are buying 


THE MODERN TOOL FOR MODERN 
CRAFTSMEN 


which coils in a small holder of vest-pocket size. 
Are you prepared to demonstrate this rule to your 
customers? 
Distributed through Wholesalers 
Manufactured by 


HIRAM A. FARRAND, Inc., Berlin, N. H. 


THE NEW 


aL) No. 205 


NIGHT LATCH 
is scoring 


A TREMENDOUS SUCCESS 





A comparatively inexpensive latch which sac- 
rifices none of the security and dependability 


by which INDEPENDENT LOCKS are 


everywhere known. 


(INDEPENDENTIOCKCO.QD 


FITCHBURG, MASS., U. S. A. 
183 W. Lake St. 23 Warren St. 2109 Cass Av. 
Chicago, Ill. New York City Detroit 


523 Commerce St. 121 2nd St. 406 Wall St. 
Philadelphia, Pa. San Francisco Los Angeles 


414 N. Gay St., Baltimore, Md. 

















DOMES of 
SILENCE 













REFILLS: 
D 19 Assort- 
ment: Packed 
Ys gross sets: 
i 1 doz. each of 


sets. 


D-19 Assortment 


SELL 


Domes of Silence are easy to sell when dis- 
played on your counter. Anyone can put 
them on furniture. They slide smoothly 
and silently, save floors and rugs, and give 
everlasting service. 

If your Jobber cannot supply you—write us direct. 


We also make all grades of Sliding Casters, Pin 
Slides, Felt Slides, etc. 


DOMES OF SILENCE, INC. 
21 Pearl Street New York City 








Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


Shows the names, addresses, capitalization, territory cov- 
ered, percentage of wholesale business, number of travel- 
ing men, names of executive officers and buyers, and the 
lines handled by the Hardware Wholesalers. 


For example, on pages 7 to 79 it indicates by the key num- 
bers 2; and 36 which hardware wholesalers handle “auto 
accessories and supplies," and ‘mechanics’ and carpenters’ 
tools,’ respectively. 


Then, the Hardware Retailers on pages 80 to 353 who are 
rated 1, 2, or 3 represent the livewire dealers doing 75% 
to 80% of the retail hardware trade of the S.; and they 
too handle the products just mentioned. 


CONTENTS OF VERIFIED LIST 

Wholesale Hardware Houses in U. S., Canada and Foreign. 

Retail Hardware Stores in U. S., Canada and Foreign. 

Chain Hardware Stores in United States and Canada. 

5, 10, 25c. to $1.00 Syndicate Stores carrying hardware. 

Department Stores carrying hardware and housefurnishings. 

Manufacturers’ Agents in U. S., Canada and Foreign. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Sporting Goods Distributors. 

Mail Order Houses handling hardware and housefurnishings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Distributors. 

Radio Apparatus and Parts Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 
Hardware Age Verified List of Wholesalers and Retailers is 
indispensable in economic direct-by-mail promotion work and 
also a helpful guide for salesmen's calls. Every manufac- 
turer’s sales manager should have one on his desk, and every 
salesman could profitably carry a copy in his grip. Since 
the previous issue was published there have been more than 
10,000 additions and corrections, and these all appear in the 
Tenth Edition. 

It really is 16 directories in one. 


Published annually, $15.00 postpaid 
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THE AXE THAT BUILT A GREAT BUSINESS 
AND A WORLD-WIDE REPUTATION 


The Kelly Brand on an axe or 
other edged tool means REAL 
VALUE: DEPENDABLE 
SERVICE. 


AXES 
HAMMERS 
HATCHETS 
ADZES 
PICKS 
MATTOCKS 
GRUB HOES 
BROAD AXES 
BUSH HOOKS 
GRASS HOOKS 


SCYTHES 


PERFECT 


TEMPER, | 


Kear 


The Best Known 
and Known as 


THE BEST 


Kelly Axe & Tool Co., Inc. 


CHARLESTON, W. VA., U. S. A. 
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A NEW AND DISTINGUISHED DESIGN 


SEAUVILLE, the name, connotes to women the 


smartest styles, the most swank society of 











France. DEAUVILLE, — new and distinguished 


design of Community Plate, carries the same feeling 





of style and smartness. The DEAUVILLE design is offered 
| as part of a powertul merchandising plan to help you 
sell. New. Different from anything ever offered be- 
fore. Presented in this sales-compelling way, the 
DEAUVILLE will soon take its rightful place as a profit- 


builder and profit-leader for you. 











ONEIDA COMMUNITY, LTD., ONEIDA, N. Y 














